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NO  ONE  LOOKS  AT 
OPPORTUNITIES  MORE  CLOSELY 
THAN  WE  DO. 


IB 


As  the  leading  healthcare 
company  with  13  brand  leaders, 
we  are  constantly  looking  at  ways 
of  improving  product  lines. 

We're  developing  new  prod- 
ucts and  even  acquiring  products 
so  as  to  offer  you  and  your  cust- 
omers the  very  best. 


Already  during  this  year  we've 
added  Dequacaine,  Dequacets 
and  also  Dequadm  alongside  our 
Strepsils  brand,  not  to  mention 
Nylax,Mycil,Sea  Legs  and  Asilone. 

Crookes  Healthcare. 
The  closer  you  look,  the 
better  the  opportunities. 
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CLINICALLY  PROVEN 
ANTI-PLAQUE  TREATMENT 


FROM  SENSODYNE 


SEARCH 


New  from  Stafford  Miller,  Search  Dental  Rinse  contains  Cetylpyridinium  Chloride  BP,  a 
proven  anti-plaque  agent  backed  by  extensive  published  clinical  trials  on  its  actual  formulation^ 

As  part  of  the  Search  Oral  Healthcare  Programme,  Search  Dental  Rinse  is  designed  to 
complement  daily  toothbrushingand  flossing.  Search  Dental  Rinse  has  a  new  product  licence  for  the 
fiumu'iMiu  i  ol  good  «mm I  Ingiene  and  is  suitable  lor  all  patients  with  less  than  ideal  plaque  control. 
Results  from  taste  trials^  indicate  excellent  acceptability. 

Supported  by  widespread  sampling  and  promotion  by  the  UK's  largest  dental  salesforce, 
Search  Dental  Rinse  will  also  benefit  from  increased  brand  awareness  generated  by  heavyweight  TV 
campaigns  for  other  Search  and  Sensodyne  products.  Search  Dental  Rinse  promises  to  quickly 
become  a  popular  new  addition  to  your  customers'  oral  healthcare  routine. 

So  make  sure  you're  well  stocked  to  meet  demand! 

Search  Dental  Rinse  -  the  clinically  proven  anti-plaque  rinse  you  can  recommend  with 
con  fid  ence. 
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Dental  Rinsi 

Tastefully  formulated. 
Seriously  effective. 
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d  phosphate  buffers.  Ethanol  (96*  i  B  P.  14.75*  v/v  Indications:  Dailyoral  hvgiene,  after  dental  procedure 
over  6  years:  use  as  part  of  a  good  oral  hygiene  routine  Brush  teeth  as  advised  by  dentist  then  rinse  with  10ml  for  at  least 
otrcn  as  required  Pharmaceutical  Precautions:  Avoid  storage  at  low  temperatures  Legal  Category:  GSL  Product  Li 
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November  traditionally  heralds  the  start  of  the 
negotiating  season  for  the  pharmacy  contractor 
bodies.  This  year  it  will  be  a  low  key  happening,  but 
noteworthy  if  only  for  the  disparity  of  approach  by  the  three 
groups  concerned.  PSNC's  bland  statement  last  week  on 
the  outcome  of  its  meeting  with  the  Pharmacy  Review 
Panel  suggests  that  it  is  unlikely  to  further  challenge  the 
Department  of  Health's  criteria  for  remuneration.  And  the 
DoH  shows  little  sign  of  changing  its  chant  of  recruitment, 
retention  and  motivation.  In  the  absence  of  a  new  pay 
formula  there  would  seem  to  be  little  left  for  PSNC  at  this 
stage  other  than  to  go  for  an  inflation  linked  increase, 
bearing  in  mind  that  the  7.5  percent  achieved  this  year  has 
fallen  at  the  bottom  end  of  the  inflation  index. 

In  Scotland  the  PGC  put  radical  proposals  before  the 
Health  Department  in  June.  It  is  seeking  an  18  per  cent 
increase  in  fees  for  core  service  plus  remuneration  in  new 
areas,  the  first  being  continuing  education  and  the  advisory 
role.  The  PGC  is  still  waiting  for  recognition  of  its  ideas  and 
expects  to  be  meeting  the  SHHD  at  the  end  of  November. 
While  keeping  a  concerned  eye  on  developments  in 
England  and  Wales,  chairman  Graeme  Millar  is  guardedly 


optimistic  about  the  PGC's  chances.  A  labour  and  costs 
survey  taking  in  20  per  cent  of  Scottish  contractors  should 
provide  some  interesting  figures  around  Christmas. 

Over  the  water,  the  PCC  in  Northern  Ireland  may  just 
conclude  this  year's  package  in  time  for  Christmas. 
However,  there  are  suggestions  that  next  year  may  be 
different.  Armed  with  figures  from  the  first  six  months  of 
this  year  PCC  secretary  Mr  T.  O'Rourke  says  he  hopes  to 
be  talking  to  the  DHSS  by  January  for  a  settlement  by  April. 
And  he  makes  it  clear  that  the  PCC  is  not  prepared  to 
rearrange  existing  money  to  finance  "fringe  services" . 

The  unknown  factor  is  the  influence  the  working  party 
on  new  roles  is  likely  to  have.  PSNC  chairman  David 
Sharpe  says:  "I  genuinely  believe  it  will  achieve  a  great 
deal.  If  it  does  not  it  will  be  a  disaster. ' '  He  adds  that  it  must 
be  able  to  define  a  more  modern  role  otherwise  there  was 
no  point  in  the  Government  expanding  the  definition  of 
pharmaceutical  services.  This  expression  of  goodwill  is 
unlikely  to  appear  on  next  year's  balance  sheet  though,  and 
in  some  quarters  the  working  party  has  been  written  off  as 
a  '  'talking  shop" .  In  1991  the  majority  of  contractors  can 
expect  more  of  the  same  on  remuneration. 
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Council  to  promote 
Company  Chemists'  role 


The  Company  Chemists 
Association  Ltd  has  adopted  new 
articles  of  association  which,  it 
says,  reflect  its  increasing  role  in 
pharmaceutical  matters  and  the 
importance  attached  to  it  by  its 
members. 

The  new  articles  create  a 
Council,  on  which  all  member 
companies  are  represented, 
which  meets  monthly  to  formulate 
policy.  The  Council  met  for  the 
first  time  on  October  10. 

CCA  secretary  Michael  Oliver 
told  C&D  that  until  recently,  the 
board  of  the  Association  met 
infrequently  to  discuss  particular 
events  that  had  occurred  or  that 
would  soon  occur.  But  particularly 
during  the  discussions  over  the 
new  contract  and  the  rational 


form  a  new  body  on  which  every 
member  would  be  represented, 
he  said.  Even  now,  Council 
meetings  are  informal  affairs  to 
which  member  companies  may 
send  one  or  a  number  of  senior 
representatives. 

It  seems  likely  that  the  CCA  is 
looking  for  a  higher  profile  on  the 
pharmacy  scene,  but  Mr  Oliver 
reiterated  the  Association's 
backing  for  PSNC  as  the 
negotiating  body.  "There  is  no 
member  of  the  Association  who 
wouldn't  say  the  CCA  is  how  they 
want  their  views  to  be  reflected. 
And  we  have  said  that  it  is  through 
our  lour  representatives  on  the 
Pharmaceutical  Services  Nego- 
tiating Committee  that  our  views 


on  negotiations  are  heard,"  he 
said. 

The  CCA,  which  is  a  private 
company  limited  by  shares,  was 
first  formed  in  1898  as  the  Drug 
Companies  Association  Ltd.  It 
includes  among  its  members 
Boots  The  Chemists  Ltd,  Lloyds 
Chemists  pic,  Savory  &  Moore 
Ltd,  Kingswood-GK  Ltd,  E  Moss 
Ltd,  AAH  Pharmacy  Concessions 
Ltd,  Safeway  pic  and  Selles 
Dispensing  Chemists  Ltd  who 
between  them  operate  over  2,050 
community  pharmacies  in  the  UK, 
over  18  per  cent  of  the  total. 

The  CCA  is  represented  on  all 
local  pharmaceutical  committees 
in  addition  to  its  four  PSNC 
nominees. 


IQ  to  go 

Seven  Seas  are  to  remove  the 
letters  "IQ"  —  standing  for 
improved  quota  —  from  the  name 
of  their  Minadex  Boost  IQ  tablets, 
the  company  told  the  BBC 
programme  "Food  and  Drink". 

The  programme  was 
reviewing  the  claim  that  extra 
vitamins  can  boost  IQ,  a 
suggestion  arising  out  of  the 
research  of  psychologist  Dr  David 
Benton  in  1988.  The  research  was 
condemned  for  flawed 
methodology  and  Dr  Benton  and 
others  were  unable  to  repeat  the 
results  in  further  tests  in  Belgium. 

The  programme  asked  how 
much  intelligence  Seven  Seas  and 
Larkhall  Laboratories,  the  makers 
of  Tandem  IQ  —  standing  for  ideal 
quota  —  credited  members  of  the 
public  with  when  using  the  letters 
"IQ"  on  their  products.  It  also 
quoted  Vitalia's  managing  director 
Pradip  Pattni  as  saying:  "Parents 
are  totally  confused  and  the 
exploitation  is  irresponsible." 

Dr  Benton  calls  the  "IQ" 
products  "grossly  misleading", 
the  programme  said.  He  himself  is 
now  more  interested  in  whether 
children  on  poor  diets  suffer 
behavioural  problems,  an 
important  but  entirely  separate 
issue. 

The  programme  said 
Shropshire  Trading  Standards 
Office  was  considering  whether 
the  IQ  vitamins  breach  existing 
food  labelling  regulations. 
□  The  programme  also  included 
a  report  from  investigative 
journalist  Duncan  Campbell,  who 
exposed  the  dangers  of 
germanium  supplements. 

Pharmacy 
Healthcare 
news 

"Herpes  —  what  it  is  and  what  to 
do"  is  the  title  of  the  latest  leaflet 
produced  by  Pharmacy 
Healthcare.  The  leaflet  details 
genital  herpes  and  herpes  of  the 
eye  and  mouth.  Information 
includes  how  to  avoid  spreading  | 
the  infection,  how  to  ward  off  I 
further  attacks,  the  connection  1 
between  herpes  and  cervical  I 
cancer  and  herpes  in  pregnancy.  1 

No  additional  stocks  will  be  | 
available  once  the  initial  supply  of  ] 
leaflets  has  run  out,  says  1 
Pharmacy  Healthcare,  but  further  1 
supplies  may  be  obtained  from  I 
local  health  education  units. 

HIV  and  AIDS  is  the  subject  I 
for  the  final  campaign  of  the  year, 
planned  to  coincide  with  World  j 
Aids  day  on  December  1 .  Material  1 
will  be  distributed  to  pharmacists 
towards  the  end  of  November. 


location  arrangements,  meetings 
began  to  be  held  more  often. 

"I  became  secretary  of  the 
Association  about  two  years  ago 
and  it  had  become  obvious  even 
then  that  there  was  so  much 
happening  in  the  world  of 
pharmacy  that  if  we  only  met 
occasionally  we  might  miss  out. 
Members  felt  we  ought  to  meet 
more  regularly  and  we  started  to 
meet  once  a  month  about  a  year 
ago,"  he  revealed. 

Mr  Oliver  says  the  CCA  was 
then  holding  Board  meetings  open 
to  all  members,  because  not  all 
companies  had  a  director.  "The 
appropriate  thing  to  do  was  to 


Harman  Bill  aims  for  'no 
fault'  pay  outs 


Ms  Harriet  Harman,  Labour's 
Shadow  Health  Minister,  has 
introduced  a  Medical  Injuries  Bill 
in  the  Commons,  which  would 
lead  to  a  no  fault  compensation 
scheme  for  medical  accidents, 
whereby  the  claimant  does  not 
first  have  to  prove  negligence 
through  the  courts. 

Ms  Harman  described  the 
current  legal  processes  as  "an 


GPs  could  help  implement 
OPD 


A  community  pharmacist  has 
called  for  greater  cooperation 
from  general  practitioners  in 
speeding  up  moves  towards 
original  pack  dispensing. 

Peter  Clarke,  writing  in  the 
magazine  GP  (October  26)  feels 
that  with  the  advent  of  computers 
in  doctor's  surgeries,  more  use 
could  be  made  of  the  facility  to 
"flag"  manufacturers  unit  pack 
sizes. 

"Over  the  years  we  have 
accepted  that  it  is  practically 
impossible  for  a  busy  GP  to 
remember  the  vast  range  of  packs 
available",  he  says,  "but  things 
must  change  when  practises  get 
computerised". 

Mr  Clarke  points  out  there  is  a 
proposed  European  Community 
Directive  regarding  the  issuing  of 
patient  information  leaflets  which, 


to  be  practical,  should  be  linked  to 
original  pack  dispensing. 

"It  is  unrealistic  to  expect 
patients  to  accept  their  leaflets 
attached  by  elastic  bands  to 
traditional  dispensing 
containers,"  he  says.  As  many 
patients  receive  a  number  of 
prescribed  items,  sheets  could 
easily  get  parted  from  the  relevant 
medicine. 

The  fault  lies  with  the 
manufacturers,  says  Mr  Clarke, 
who  calls  for  the  Secretary  of 
State  for  Health  to  put  pressure 
on  companies  to  desist  with  their 
random  and  peculiar  pack  sizes. 

Pharmacists  have  a  good 
knowledge  of  both  commerical 
considerations  and  local 
conditions,  says  Mr  Clarke,  and 
he  urges  GPs  to  approach  local 
community  pharmacists  for  help. 


unwelcome  lottery",  in  which 
very  few  people  won  large  sums 
and  most  got  nothing.  She 
stressed  that  even  those  who 
succeeded  in  securing 
compensation  often  had  to  wait 
many  years.  No  fault  compen- 
sation worked  successfully  in  New 
Zealand  and  Sweden. 

Commenting  on  the  Bill, 
Health  Secretary  Kenneth  Clarke 
said  no  fault  compensation 
schemes  could  look  attractive  but 
posed  serious  problems, 
particularly  in  medical  cases.  The 
experience  of  other  countries  with 
similar  schemes  showed  that  the 
sums  paid  out  were  often  very- 
small. 

He  emphasised  that  such 
schemes  would  be  of  little  help  to 
the  present  problems  of 
haemophiliacs  infected  with  the 
HIV  virus. 

The  Bill  has  little  chance  of 
becoming  law. 


Urgent  fee 


error 


The  Prescription  Pricing 
Authority  advises  of  an  error  in 
the  November  1990  edition  of  the 
Drug  Tariff. 

The  additional  professional  fee 
for  urgent  dispensing,  paragraph 
G  (i)  resident  should  read  600p 
and  not  500p  as  printed. 
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Double  raid 

An  Edinburgh  pharmacy  has 
experienced  a  double  drugs  raid, 
with  the  two  break-ins  occurring 
within  hours  of  each  other.  Almost 
4,000  tablets  were  taken  from 
Lindsay  and  Gilmour,  242a  Crewe 
Road  North,  Pilton  on  October  22. 

At  1 .30am  raiders  forced  bars 
at  the  rear  of  the  premises  and 
smashed  security  glass  to  get  at 
the  medicines.  The  broken 
windows  were  boarded  up  and 
between  4.30  and  8am  they,  or  a 
second  gang,  gained  entry  again 
through  the  boarded  up  windows, 
taking  more  products  liable  to 
abuse.  The  hauls  included 
diazepam,  dihydrocodeine, 
triazolam  and  temazepam. 

Leith  police  are  asking  anyone 
with  further  information  to  contact 
them  on  031-554  9350. 


'tt   AFRMD    WE'RE   OOT  OF  Sum  e£EA,rAS    ftMD  LCrrioMS^  THE 
PHARMACIST    HAS  TAKEM   THEK\  ALL  WITH   HlK\  Ok)  fttxloTHE^  HOLIDAY 


DHSS  makes  1990-91 
offer  to  PCC 


Contractors  in  Northern  Ireland 
have  at  last  received  a 
remuneration  offer  for  1990-91 
from  the  Department  of  Health  in 
Northern  Ireland. 

The  offer  mirrors  that  made  to 
Scottish  pharmacists  and  makes 
the  assumption  of  a  4  per  cent 
increase  in  prescription  numbers 
and  an  11  per  cent  rise  in  net 
ingredient  costs  in  the  vear  to 
April  1991. 

Pharmaceutical  Contractors 


Committee  secretary  Mr  T. 
0 '  Rourke  says  the  offer  has  been 
accepted,  but  how  the  money  is  to 
be  apportioned  between  the  fee 
scales  has  yet  to  be  determined. 
The  three  fee  scales  and  6  per 
cent  on-cost  are  to  remain.  Mr 
0' Rourke  warns  there  will  be  little 
increase  on  the  fee  scales  —  2p  on 
the  first  and  no  more  than  lp  on 
the  other  two. 

Special  fees  will  rise  on 
average  by  7.2  per  cent. 


Call  for  definition  of 
community  care  role 


The  Government  is  being  pressed 
to  more  closely  define  the  role  of 
pharmacists  and  other  services  in 
community  care. 

A  report  by  the  cross  party 
House  of  Commons  Social 
Services  Committee,  published 
on  Wednesday  and  primarily 
concerned  with  the  treatment  of 
people  with  mental  illness,  calls 
for  greater  clarification  between 
"healthcare"  and  "social care". 

The  Committee  stated  that 
from  the  point  of  view  of  the 
person  receiving  community  care 
"it  was  not  a  matter  of  health  care 
and/or  social  care,  it  was  simply 
care." 

It  recommended  that  senior 
managers  across  all  agencies 
involved  in  the  provision  of 
community  care  services  at  local 
level  should  study  the  issue  so  that 
the  "potential  health  and  social 
care  divide"  was  not  passed  down 


the  line  to  health  professionals  or, 
worse  still,  their  families. 

The  report  marks  the  end  of 
the  Committee's  active 
operations.  In  the  new 
parliamentary  session  next  week 
two  separate  Committees  will  be 
appointed  to  match  the  spatting  of 
the  old  DHSS  into  two  separate 
departments. 

An  announcement  is  expected 
next  week  about  the  additional 
funds  to  be  allocated  to  the  NHS  in 
the  coming  financial  year. 
Kenneth  Clarke,  the  Health 
Secretary,  is  believed  to  have 
emerged  from  his  negotiations 
with  the  Treasury  with  an 
additional  £2,000  million  but  is 
expected  to  face  criticism  that  a 
larger  sum  will  be  required  to  take 
,ii  i  ounl  ni  esi  alating  i  osts 

The  need  to  contain  drug 
expenditure  will  again  be 
emphasised  by  Mr  Clarke. 


Pharmacists  show  high 
incidence  of  melanoma 


Pharmacists  rank  number  six 
when  the  incidence  of  malignant 
melanoma  is  related  to 
occupation,  which  may  be  due  to 
affluence  and  increased  foreign 
travel,  according  to  an  Anglo- 
Swedish  study. 

The  study  in  the  British 
Journal  of  Industrial  Medicine 
(1990,  47,  317),  analysed  the 
occurrence  of  cutaneous 
malignant  melanoma,  ocular 
melanoma  and  non-cutaneous, 
non-ocular  melanoma  in  England 
and  Wales  and  in  Sweden. 
Combining  data  for  cutaneous 
malignant  melanoma,  the 
occupations  with  the  greatest 
incidence  were  airline  pilots 
followed  by  finance  and  insurance 
brokers,  accountants,  dentists, 
transport  supervisors,  pharma- 
cists, judges  and  doctors. 


Altogether,  some  11  occupa- 
tions were  identified  with  a  near 
twofold  or  greater  incidence  and 
another  ten  with  at  least  a  50  per 
cent  raised  incidence. 

No  particular  exposure  in  the 
workplace  seemed  to  link  these 
groups,  say  the  authors.  The  fact 
that  so  many  medical  or  medically 
related  occupations  were  listed 
raised  the  question  that  a 
"detection  bias"  may  exist,  but 
the  incidence  was  too  high  for  this 
to  be  the  only  reason. 

A  common  factor  among  the 
high  risk  groups  appeared  to  be 
highly  educated  backgrounds, 
along  with  a  degree  of  affluence. 

A  raised  incidence  of  foreign 
travel  and  residence  during 
childhood  in  foreign  countries  also 
seemed  to  be  the  common  link, 
they  concluded. 


There  icas  an  exceptionally  large  turnout  for  tins  year's  Ulster  Chemists 
Association  presidential  dinner  dance  at  the  weekend.  Pictured  are  the 
president,  Mr  Paul  Kelly  (left),  with  his  wife  Anna  and  guests  Mr  and 
Mrs  Patrick  Geoghegan,  president  of  the  Irish  Pharmaceutical  I  'num. 
In  his  speech,  Mr  Kelly  expressed  the  hope  that  the  UCA  Associates 
Section  icon  Id  be  revived  for  the  benefit  of  younger  pharmacists 
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HIB  meningitis  vaccines  for  trial 


Four  vaccines  for  Haemophilus 
influenzae  type  B  (HIB) 
meningitis  are  to  go  on  trial  among 
children  in  Gloucester.  The 
vaccines  have  to  be  given  in  three 
doses,  at  two,  three  and  four 
months  of  age. 

HIB  meningitis,  together  with 
meningococcal  and  pneumococcal 
meningitis,  is  one  of  the  most 
serious  forms  of  bacterial 
meningitis.  HIB  is  estimated  to 
cause  1 ,500  cases  of  disease  in  the 
UK  each  year,  of  which  800  are 
meningitis  with  a  fatality  rate  of 
7-10  per  cent. 

The  four  vaccines  have  been 
developed  by  Merieux,  Merck 
Sharp  &  Dohme,  Connaught  and 
Praxis  Biologies.  In  America, 
PedvaxHIB  (MSD),  Prohibit 
(Connaught ) ,  Hibtiter  (Praxis)  and 
Hib-imune  (Lederle)  are  currently 
licensed  to  protect  children 
against  HIB.  Some  vaccines 
contain  bacterial  polysaccharides 
but  these  are  poor  immunogens, 
especially  in  children  aged  less 
than  about  two  years.  Conjugate 
vaccines  in  which  a  protein 
carrier,  consisting  of  tetanus 
toxoid  or  a  mutant  polypeptide  of 
diphtheria  toxin,  are  also  available 
and  overcome  the  problem  of 
reduced  immunogenicity  in 
infants. 

In  the  UK,  the  only  licensed 
meningitis  vaccines  —  AC  Vax 
(SB)  and  Mengivac  (A  +  C) 
(Merieux)  -  protect  against 
types  A  and  C  meningococcal 


BRIEFS 


"Eczema  relief"  is  a  new  book  giving 
advice  on  the  symptoms  of 
eczema,  and  treatments  from 
orthodox  medicine  to  "nature 
cures"  and  acupuncture.  Written 
by  Christine  Orton,  a  founder 
member  of  the  National  Eczema 
Society,  it  also  looks  at  diet  and 
causes  in  individual  cases. 
"Eczema  relief",  £4.99.  Thorsons 
Publishing  Group  Ltd,  Denington 
Estate,  Wellingborough  NN8 
2RQ.  Tel :0933  440033. 

Fisons  have  sponsored  a  booklet 
"Guidelines  for  health 
professionals  on  the 
measurement  of  peak  flow", 
which  has  been  produced  by  the 
National  Asthma  Campaign.  It 
sets  out  comprehensive 
guidelines  for  the  use  of  peak  flow 
meters  at  home,  and  identifies  the 
selection  of  asthmatic  patients  for 
whom  the  meters  will  be  most 
applicable.  Examples  of 
management  plans,  charts  and 
cards  are  given,  with  information 
about  where  to  obtain  such 
material  for  a  GP  practice  or  a 
pharmacy.  Copies  of  the  booklet 
are  available  from  Fisons 
representatives  and  the  NAC,  300 
Upper  Street,  London  Nl  2XX. 


meningitis.  These  are  used  mainly 
to  protect  adults  travelling  to 
foreign  countries  where  types  A 
and  C  meningitis  are  prevalent. 
According  to  the  Meningitis 


Trust,  if  the  Gloucester  trial, 
funded  by  the  Department  of 
Health,  is  successful  the  aim  will 
be  to  introduce  routine  vaccination 
for  all  children. 


Tesco  pharmacy  in  Ayr? 


Plans  to  include  a  pharmacy  in  a 
new  Tesco  branch  near  the  centre 
of  Ayr,  Scotland,  have  prompted 
a  hostile  response  from  local 
pharmacists.  Savory  &  Moore 
confirmed  this  week  that  they 
have  applied  for  a  pharmacy 
contract  within  the  42,250sq  ft 
premises.  If  successful  it  will  be 
the  company's  first  such  branch 
within  a  supermarket. 

But  local  pharmacists  say  that 
Tesco  customers  will  be  drawn 


from  a  number  of  local 
communities  where  existing 
services  could  be  undermined. 

A  spokesman  for  the  local 
Health  Board  said  there  had  been 
no  other  applications  to  set  up  a 
pharmacy  within  the  Tesco 
branch.  Objectors  still  had  a 
fortnight  to  lodge  complaints  and 
the  Board's  pharmacy  practices 
committee,  which  would  be 
reviewing  the  matter,  would  not 
be  meeting  for  a  month. 


Eye  infections  reference 


A  reference  source  for  eye 
injections  has  been  devised  by  the 
1990  winner  of  the  Merck  Sharp 
&  Dohme  Award  for  hospital 
pharmacists.  Hilary  Scott, 
pharmacist  at  the  Birmingham  and 
Midland  Eye  Hospital,  told  a  Guild 
of  Hospital  Pharmacists 
symposium  in  London  last  week 
that  such  periocular  and 
intraocular  injections,  mainly  for 
antibiotics  and  corticosteroids, 
were  frequently  necessary  in  the 
treatment  of  eye  disease.  Yet  a 
survey  of  hospitals  showed  that 
while  information  on  such 
injections  was  frequently 
requested,  no  single  source 
existed. 

Ms  Scott  has  produced  a 
booklet  giving  dosage 
recommendations,  appropriate 
diluents  and  products,  directions 
for  reconstitution  and  dilution. 

John  Wilson,  of  the  General 
Hospital,  Nottingham,  told  the 
symposium  that  the  discovery  of 


HIV  in  human  tear  fluid  and  the 
demonstration  of  the  transfer  of 
tear  fluid  to  multi-dose  bottles  of 
eye  drops,  should  prompt  a 
revision  in  Department  of  Health 
guidelines.  Such  multi-dose 
bottles  were  currently  permitted 
for  single  session  use  in  hospital 
casualty  and  outpatient 
departments. 

Gillian  Oldham,  quality 
assurance  officer,  Moorfields  Eye 
Hospital,  London,  said  that  colour 
coding  or  some  form  of  tactile 
recognition  was  the  only  means  by 
which  some  ophthalmic  patients 
could  distinguish  between 
different  types  of  treatment. 
Companies  had  adopted  their  own 
colour  coding  systems  for 
differentiating  between 
ophthalmic  drugs,  she  said. 

She  recommended  three  way 
codes  of  white-black-blue  in 
preference  to  red-yellow-green  as 
colour  deficient  people  struggled 
with  these  colours. 


(Left  to  right)  John  Gilby,  president,  Guild  of  Hospital  Pharmacists,  with 
Hilary  Scott,  pharmacist,  Birmingham  and  Midland  Eye  Hospital,  who 
received  this  year's  Merck  Sharp  &  Dohme  hospital  pharmacists  Award 
from  DrGarrick  Fiddler,  director,  regulatory  affairs  and  information 
services,  MSD 


NHS  to  save 
£18m  by  Pis 

In  the  next  financial  year,  the 
National  Health  Service  will  be 
saving    £18. 4m    by  using! 
pharmaceutical  imports,! 
according  to  predictions  from  the 
Association  of  Pharmaceutical 
Importers.  It  derives  this  annual! 
rate  of  saving  from  a  total  drugs, 
bill  of  £2bn  and  a  threefold! 
increase  in  the  parallel  imports! 
surcharge,  or  clawback,  to  0.92 
per  cent. 

John  Barker,  chairman  of  the 
API,  said:  "£18m  is  a  very; 
substantial  reduction  in  the  UK 
drugs  bill  which  cannot  be  ignored.; 
This  sum  represents  only  thej 
direct  clawback  savings  which  arel 
increased  by  the  addition  of 
indirect  savings  —  imports 
introduce  an  additional  element  of: 
competition  into  the  UK1, 
pharmaceutical  marketplace ' ' . 


Lorex  refute 
D&TB  view  of 

B  El  |  |  El 

diltiazem 


Lorex   Pharmaceuticals  ai 
claiming  a  misrepresentation 
the  facts  in  a  Drug  &  Therapcuti 
Bulletin  report  which  suggests  i 
makes  good  sense  to  prescribe 
diltiazem  generically. 

The  Bulletin  makes  it 
observation  following  advertising 
by  Lorex  earlier  this  year  whicl! 
claimed  that  if  diltiazem  wer> 
prescribed  as  Tildiem  (or  an 
other  brand),  the  NHS  would  savt 
£1.7m  a  year. 

The  claim  applied  for  ont 
month,  but  is  no  longer  valid,  say 
the  Bulletin.  Lorex  droppe> 
Tildiem  below  the  Drug  TariJ 
price  on  June  1 ;  this  price  wa 
then  incorporated  into  the  Tarii! 
on  July  1 .  Lorex  then  ceased  t< 
make  the  claim,  but  doctors  wen 
not  informed  that  it  no  longe 
applied. 

Claiming  misrepresentation! 
Lorex  say: '  'We  have  maintainej 
a  responsible,  ethical  stancj 
throughout,  and  strongly  refut 
the  criticism  of  exploitation.  Whe| 
the  Drug  Tariff  price  was  reducei 
in  July  1990,  the  projected  savin 
of  £1.7m  annually  waj 
guaranteed,  and  did  not  apply  fcj 
only  one  month." 

The  Bulletin  also  objects  rJ 
the  advertisement  wording  thai 
"Not  only  does  Tildiem  now  coi 
the  NHS  less  than  other  forms  ( 
diltiazem,  but  it's  also  guarantee 
for  quality  and  consistency' 
feeling  that  this  implies  othe 
forms  of  the  drug  are  inferior 
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Invoicing 
Peter  to 
pay...who? 

I  was  presented  recently  with  a 
hospital  letter  by  the  mother  of  a 
cystic  fibrotic  child  who  1  know 
well.  I  phoned  the  child's  GP  who 
gave  permission  to  dispense  the 
hospital  letter  for  intravenous 
antibiotics  and  promised  to  supply 
an  NHS  prescription.  My  normal 
wholesaler  was  out  of  stock  as 
were  my  two  alternative 
wholesalers.  I  next  tried  the 
hospital  pharmacy  and  was 
supplied  without  any  fuss.  After 
the  shop  closed  I  drove  to  the 
hospital  for  the  medicines.  I  then 
delivered  the  prescription  to  the 
child's  home  and  I  was  satisfied 
that  I  had  done  a  good  job  when  I 
reached  home  at  7.30pm. 

"Why  do  we  have  to  pay  to 
he  professional  in  the  new 
health  service?" 

The  hospital  now  has  a  policy 
of  invoicing  for  medicines  given  to 
community  pharmacists,  rather 
than  the  old  return  scheme.  I  have 
just  received  the  invoice  and  find 
that  since  I  did  not  get  discount  I 
will  loose  over  £28  —  and  this 
does  not  include  telephone  calls  to 
the  GP  and  the  wholesaler  nor  the 
car  journey. 

In  spite  of  this  I  would  do 
exactly  the  same  thing  again.  This 
is  a  particularly  ill  child  whose 
parents  are  doing  their  best  to 
give  her  as  normal  a  life  as 
possible.  However,  I  feel  annoyed 
that  I  should  have  to  pay  for  the 
saving  strategies  of  individual 
units  of  the  NHS.  In  this  instance 
the  child  was  discharged  to  save 
money.  The  parents  would  feed 
and  nurse  her  and  the  GP  would 
be  charged  for  the  antibiotics.  The 
saving  on  the  drugs  is  unreal  as  it 
is  just  pushed  on  elsewhere. 

There  is  no  mechanism 
available  to  me  to  retrieve  this  loss 
as  the  discount  reclaim  scheme 
does  not  take  account  of  individual 
cases.  This  situation  is  disgraceful 
since  as  efficient  workers  it  is  the 
high  cost  items  used  infrequently 
which  we  do  not  stock.  They  are 
the  ones  which  we  are  more  likely 
to  loose  discount  on.  While  I  do 
not  wish  to  be  ungrateful  to  my 
hospital  colleagues,  hospital 
pharmacy,  with  its  contract  policy, 
will  not  have  paid  full  Tariff  price 
for  these  medicines,  so  they  too 
have  gained. 

I  am  annoyed  that  we  will  have 
to  pay  to  be  professional  in  this 
new  health  service. 

Written  by  u  Northern  Ireland 
community  pharmacist 


OPICAL  REFLECTIONS 


Role 

reversal? 

In  this  column  last  week,  I 
commented  on  an 
advertisement  in  The 
Grocer  for  Castlecare 
nappies,  which  are 
distributed  by  Unichem  pic. 

I  now  understand  that 
Castlecare  is  an  economy 
nappy  range  which  for  more 
than  three  years  has  been 
sold  only  through  grocery 
outlets  by  Neptune 
Industries.  After  acquiring 
control  of  Neptune, 
Unichem  at  the  suggestion  of 
pharmacists  —  took  Castlecare  into  their 
own  stock  range  and  expanded  availability 
to  pharmacies. 

Thus  Castlecare  is  not  part  of  the 
Unichem  brand  made  available  to  grocers, 
but  a  grocery  range  made  available  to 
Unichem  customers!  I  for  one  take  great 
comfort  from  this  reversal  of  the  usual  role 
model,  and  trust  that  readers  of  this 
column  will  share  that  view  now  that  they, 
like  me,  have  a  fuller  picture  . 

Back  on  the  shelf 

For  many  years  I  have  sold  small  electrical 
appliances,  and  although  I  cannot  compete 
with  the  likes  of  Argos  and  Comet  on 
price,  for  personal  service  and 
convenience  shopping  there  is  nothing  to 
beat  the  local  community  pharmacy.  My 
prices  are  not  that  unreasonable  and  I 
have  built  up  a  very  lucrative  department. 

Most  products  are  available  from 
specialist  wholesale  sources  who  also 
produce  a  catalogue  enabling  me  to  keep 
up  to  date  with  market  trends,  but  one 
product  I  always  had  to  obtain  direct  was 
an  electric  depilatory  machine  called  One- 
Touch.  Since  Dotty,  my  cosmetic  whizz, 
is  particularly  enthusiastic  I  have  always 
had  a  steady  sale  for  both  machines  and 
replacement  styluses.  I  had,  that  is,  until 
two  to  three  years  ago  when  the 
distribution  of  this  American  product 
changed   to   Pifco   who  obviously 


considered  mail  order  was  a 
more  lucrative  proposition 
and  I  was  no  longer  able  to 
purchase  at  trade  price.  All 
I  could  suggest  to  my 
customers  was  to  write 
directly  and  complain. 

Now,  lo  and  behold,  I 
read  (C&D  October  20) 
that  One-Touch  is  back  on 
the  market  and  being 
distributed  by  Unichem.  It 
is  being  promoted  as 
"new"  (that  word  again) 
but  never  mind,  I  can  now 
appease  Dotty  and  once 
more  order  her  favourite 
toy. 


Back  to  the  fray 

The  complaint  I  made  (C&D  October  20) 
about  xylometazoline  and  Category  C 
endorsement  may  indeed  be  an  anomaly, 
as  Steve  Axon  (Letters,  last  week) 
suggests.  On  reflection,  the  prescriber  did 
put  both  xylometazoline  and  Otrivine  on 
the  same  script  to  cover  his  own 
confusion,  and  this  may  have  precipitated 
the  PPA's  action. 

Mr  Axon  then  goes  on  to  say  that  the 
Tariff  is  concerned  with  payments  to 
rather  than  purchases  by  pharmacists.  I 
can  accept  that  but  I  also  strongly  maintain 
that  the  Tariff  must  be  seen  to  be  fair  so  I 
would  like  to  make  some  suggestions. 

Categories  A,  B,  and  S  should  be 
amalgamated,  with  broken  bulk  allowed  on 
all  products.  With  computerisation, 
broken  bulk  claims  can  be  easily 
monitored  and  if  a  pharmacist  incurs  the 
cost  of  a  particular  pack  in  order  to  fulfil  a 
script  then  he  should  be  fully  paid. 
Similarly,  the  Tariff  should  properly  reflect 
the  current  market  price  of  the  drugs. 
Category  C  is  reasonable  if  operated 
sympathetically.  Category  E  is  also 
reasonable  but  again  broken  bulk  should 
be  allowed  on  all  ingredients. 

Back  door  subsidisation  of  the  Health 
Service  by  incomplete  payments  to 
pharmacists  is  untenable.  With  the  means 
now  available  to  prevent  inaccuracies 
PSNC  must  adopt  an  aggressive  attitude 
in  pressing  for  Tariff  changes. 
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Nicholas 
launch  Almay 
range  for  men 

Increasing  numbers  of  men  in  the 
90s  are  awakening  to  the 
importance  of  fitness  and 
grooming,  say  Nicholas 
Laboratories,  and  with  this  in  mind 
they  have  introduced  a  skincare 
range  for  men  into  the  Almay 
portfolio. 

The  range  is  hypo-allergenic, 
fragrance  and  lanolin  free  and  so 
helps  to  soothe  irritation,  redness 
and  rashes  which  are  often 
aggravated  by  shaving,  says  the 
company. 

The  range  comprises:  skin 
cleanser  (70ml  £2.25),  foaming 
shaving  gel  (150ml  £2.45), 
aftershave  soother  (150ml £2.45) 
and  moisturiser  (150ml  £2.75). 

The  range  is  simple  and 
straightforward  to  use  and  will 
take  no  more  time  and  little  more 
effort  than  soap  and  water,  says 
the  company.  Nicholas 
Laboratories  Cosmetics  Division. 
Tel:  0753  23971. 


Merlin's 
Pregna-Sure 

Merlin  Pharmaceuticals  have 
launched  Pregna-Sure  HCG,  a 
pregnancy  test  kit  for  use  in  the 
pharmacy . 

Pregna-Sure  (20  tests  £37.50) 
uses  a  polyclonal/monclonal 
antibody  combination  to  ensure 
specificity  and  sensitivity,  say 
Merlin.  Pregnancy  can  be 
detected  with  HCG  levels  of 
25miu/ml. 

Merlin  say  the  procedure  is 
simple.  The  result  can  be  read  in 
under  three  minutes;  highly 
visible  +  or  -  signs  indicate 
positive  or  negative  results. 
Merlin  Pharmaceuticals  Ltd.  Tel: 
081-3119461. 


The  declared  size  of  Smithkline 
Beecham's  Germoloids  ointment  has 

been  changed  from  55g  to  55ml. 
Smithkline  Beecham  Consumer 
Brands.  Tel:  081-560 5151 . 


greater  protection  for 
teeth 
RMWM 
FLAVOUR 

300 ml e 


Two  more  for  Reach 
range,  say  J&J 


Johnson  &  Johnson  have  launched 
two  new  products  to  further 
enhance  the  Reach  oral  hygiene 
range. 

Reach  Junior  fluoride 
mouthwash  (£1.89)  is  a 
mouthrinse  for  children  of  six 
years  and  over,  recommended  for 
daily  use  to  complement  brushing. 
The  product  comes  in  three 
flavours,  mint,  regular  (cinnamon) 
and  yum  (bubble  gum)  —  all  sugar 
free,  says  the  company. 

The    Reach  anti-plaque 


toothbrush  (£1 .29)  was  designed 
with  the  help  of  experts  in 
periodontology  at  the  University 
of  Japan,  say  Johnson  &  Johnson. 

The  brush  has  a  specially 
shaped  handle  which  encourages 
brushing  at  a  45  degree  angle  to 
the  gum  line  as  recommended  by 
dentists. 

The  new  brush  also  has  a 
bristle  configuration  which 
reaches  plaque  along  the  gum 
margins,  say  Johnson  &  Johnson 
Ltd.  Tel:  0628822222. 


Shocking  support  from  Wella 
with  trial  sizes 


For  the  first  time  since  its 
relaunch  in  July,  Wella  are 
supporting  their  Shockwaves 
styling  range  with  both  '  'extra  fill' ' 
and  trial  size  promotions. 

In  the  "extra  fill"  promotion, 
consumers  will  receive  an 
additional  25ml  free  on  the  125ml 
and  200ml  sizes  of  the  wet ,  super 
firm,  and  hard  rock  gels. 

Users  of  the  CFC  free  aerosol 
i  hard  rock  hairspray  and  super  firm 


mousse  will  also  benefit  from 
getting  an  extra  50ml  free. 

To  encourage  trial  of  the  hard 
rock  gel-spray  and  gel,  50ml  and 
30ml  sample  sizes  will  be  available 
from  December. 

The  trial  sizes  come  in  a 
special  merchandiser  carton  which 
can  be  conveniently  placed  either 
on  shelf,  on  the  Shockwaves 
display  stand  or  near  the  till  area. 
Wella  GB.  Tel:  0256 20202. 


Safe  Play 
designed  for 
youth  appeal 

The  condom  brand,  Durex  Safe 
Play,  produced  by  LRC  Products 
has  been  redesigned  to  help 
increase  its  youth  appeal,  say  the 
London  Rubber  Company. 

The  new  flip-top  style  pack 
features  "exciting' '  graphics  on  a 
gloss  black  background  designed 
to  appeal  to  16  to  25  year  olds, 
says  the  company.  The  range  is 
available  in  both  ribbed  and  non- 
ribbed  variants. 

The  three  packs  of  Durex  Safe 
Play  come  in  trays  of  48  and  the  10 
pack  in  trays  of  12.  A  Safe  Play 
pre-pack  is  available  during  the 
launch  period  containing  1 .7  gross 
of  both  variants  in  both  three  and 
10  pack  sizes. 

Currently,  the  16-25  age 
group  accounts  for  33  per  cent  of 
condom  usage,  says  LRC,  and 
around  30  per  cent  of  young 
people  use  condoms  as  their  main 
method  of  contraception.  The 
company  hopes  these  users  will 
retain  the  "condom  habit"  as  they 
grow  older.  LRC  Products  Ltd. 
Tel:  081-5272377. 

Garlic  update 
and  support 
from  Hotels 

Bold  new  packaging  is  to  be 
introduced  for  the  Hotels  one-a- 
day  range  of  garlic  supplements, 
say  Seven  Seas. 

Although  the  packaging  has 
been  updated,  the  company  has 
retained  the  colour  coding  of  the 
original  packs  —  green  for 
original,  brown  for  garlic  and 
parsley  and  grey  for  neo-garlic 
pearles.  Two  sizes  of  pack  —  30s 
and  90s,  remain  available. 

New  point  of  sale  material  is 
available  to  support  the  launch  and 
a  multi-media  advertising 
campaign  will  run  throughout  the 
vear,  say  Seven  Seas  Healthcare 
Ltd.  Tel:  0482  75234. 
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Sanatogen  answers 
their  growing  needs. 


Sanatogen  Sanatogen 


CHILDPLAN 


CHILDHbN'S  NEEDS  CHANGE  AS  THEY  GROW 


CHILDPLAN 


+  MINERALS 


12 


4 
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CHILDREN'S  NEEDS  CHANGE  AS  THEY  GROW 


^  A  child  of  3  has  different  vitamin  needs  from  a  child  of  12. 

Sanatogen,  the  dominant  market  leader  in  children's  vitamins,  announce 
Childplan  -  their  new  range  specifically  tailored  to  meet  the  needs  of 
children  at  each  important  stage  of  their  development. 

^  Vitamins  A,  B.  C.  D  and  E  for  children  3  to  5.  All  these  plus  calcium,  iron 
and  iodine  for  the  6  to  12s. 

£  Already  a  proven  success  in  consumer  research,  with  a  £500,000  advertising 
spend  in  National  Press.  Sanatogen  Childplan  is  sure  to  be  a  hit. 

^  What  else  would  you  expect  from  Sanatogen,  the  biggest  and  most 
successful  vitamin  brand  in  the  market. 

Sanatogen 

Britain's  favourite  family  of  vitamins. 

Sanatogen,  Childplan  and  Fisons  are  trademarks  of  Fisons  pic  ©  Fisons  pic  1990 


Consumer  Health 


Crookes  Healthcare 

on 

its  promise 


Crookes  Healthcare 
promised  the  pharmacy 
trade  support  and 
dynamism  in  1990. 

Now,  as  the  year 
draws  to  a  successful 
close,  Crookes  has  just 
announced  its  latest 
acquisition. 


This  acquisition  -  of  the  Evans 
OTC  healthcare  brands  -  follows  a 
year  of  key  innovations  and  introduc- 
tions from  Crookes. 

jllll"  . 

In  July  the  introduction  of  new  tins 
led  Farley's  OsterMilks  to  announce 
a  33  per  cent  increase  year  on  year  in 
sales  through  pharmacies. 

AUGUST  1990 

In  August  Nurofen  soluble  was 
launched  with  a  new  heavyweight  pro- 
motional campaign,  including  a  new 
video  for  pharmacies  called  'Nurofen 
Please'  outlining  all  the  benefits  of  the 
brand. 

Only  four  weeks  after  the  launch  of 
Nurofen  Soluble  the  brand  had  achieved 
68  per  cent  sterling  distribution. 
Consumer  offtake  is  reported  to  be 
brisk  following  the  start  at  the  end  of 
September  of  a  fresh  £2  million  burst 
of  the  highly  acclaimed  Nurofen  TV 
advertising,  which  had  done  so  much 
to  set  Nurofen  apart  in  the  world  of 
analgesics. 

SEPTEMBER  1990 

In  September  the  newly  introduced 
Farley's  Meal  Timers  swept  into 
second  place  in  the  dry  baby  meals 
market  with  only  fifteen  varieties 
while  competitors  struggled  with 
ranges  far  bigger. 

I.!  IIO'J 

Now  the  acquisition  of  Dequacaine, 
Dequadin,Dequacets,Mycil  and  Nylax; 
-  plus  Sea  Legs,  Acriflex  and 
Anethaine  -  seal  Crookes  Healthcare's 
commitment  to  pharmacies. 


'h"lL'"-i  '  " -I'OGESSFUL  ACQUBSffl©^ 

■■ICrookes  Healthcare  now  has  a  tremendously  successful  record  of 
acquisitions  made  over  the  past  eight  years. 

mln  1983,  Crookes  Healthcare  acquired  Optrex  and  Eye  Dew.  Now 
synonymous  with  eye  care  in  the  UK,  Optrex  commands  over  80%  of  the 
market. 

■■■In  1986,  Crookes  Healthcare  acquired  Farley's  and  Complan.  Farley's 
sales  are  now  running  at  twice  1986  levels.  The  most  recent  success  was  the 
introduction  of  the  Timers  range;  since  the  launch  of  Lunch  and  Tea  Timers 
six  months  ago,  the  range  has  already  overtaken  Robinsons  in  the  dry  foods 
sector  of  the  baby  meals  market.  Complan  now  holds  a  record  77% 
market  share. 


■■In  1989,  Crookes  Healthcare  acquired  Asilone.  Sales  are  now  poised 
to  grow  dramatically  in  response  to  the  first  ever  promotion  to  the  consumer 
including  a  £1.5  million  TV  campaign  which  goes  on  air  this  month. 

■Bin  1990,  Crookes  Healthcare  acquires  Evans  OTC  brands  from 
Medeva  pic.  Key  brands  are  Dequacaine,  Dequadin  and  Dequacets;  Mycil 
and  Nylax. 


Crookes  Healthcare  -  its  new  £18. 5m  acquisition 


acquisition  of  a  number  c 
from  Hedewa  pic  in  Octob 

The  brands  which  were  purchased 
were  Dequacaine,  Dequadin,  De- 
quacets,  Mycil  and  Nylax;  plus  Sea 
Legs,  Acriflex  and  Anethaine. 

The  acquisition  gives  Crookes 
Healthcare  a  significant  presence 
within  the  anaesthetic  sector  of  the 
throat  lozenge  market  to  complement 
its  market  leading  Strepsils  brand; 


the  number  one  position  in  the 
athlete's  foot  treatment  market  with 
Mycil  and  entry  into  a  new  market  for 
Crookes  Healthcare  -  OTC  laxatives- 
with  Nylax,  an  established  and 
effective  brand. 

The  acquisition  boosts  Crookes 
retail  turnover  by  more  than  £8 
million  immediately. 


Market  background  to  the 
Evans  OTC  brands  acquired 
by  Crookes  Healthcare. 

Dequacaine,  Dequadin  and 
Dequacets 


These  P  listed  brands  have  a  total 
sales  value  of  £2.2  million  at  rsp. 

Their  purchase  gives  Crookes 
Healthcare  a  significant  presence  in 
the  anaesthetic  sector  of  the  throat 
lozenge  market  with  Dequacaine  which 
holds  a  28%  sector  share. 

Dequacaine,  Dequadin  and  De- 
quacets fully  complement  the  Crookes 
Healthcare  brand  leader  in  the  throat 
lozenge  market,  Strepsils. 


The  Mycil  Range 

The  Mycil  range  has  brand 
leadership  of  the  athlete's  foot 
preparations  market  with  a  sales 
value  of  £2.4  million  at  rsp. 

The  range  comprises  powder, 
ointment  and  spray  which  are  all 
GSL  brands,  and  a  foot  refresher 
spra\ . 

These  complement  well  the 
Crookes  Healthcare  brand  already 
operating  in  this  sector,  Mycota. 


Director  of  Consumer  Products 
Marketing  for  Crookes  Healthcare, 
Kevin  Wilson,  said  of  the 
acquisition, "We  already  have  an  excel- 
lent track  record  in  boosting  the  sales 
and  stature  of  the  brands  we  have  ac- 
quired, as  the  success  of  the  Optrex  and 
Farley's  ranges  amply  demonstrates. 

"And  our  most  recently  acquired 
brand,  Asilone,  is  currently  receiving 
the  type  of  commitment  and  support 
Crookes  Healthcare  can  bring  -  the  first 
ever  promotion  of  the  brand  to  the 
consumer,  including  a  £1.5  million 
TV  spend. 


"We  are  constantly  developing  our 
business,  and  have  a  continuous 
programme  of  reviewing  brands  which 
would  complement  our  portfolio." 

The  acquired  brands  will  be 
integrated  into  the  Crookes  Healthcare 
business  before  the  end  of  the  year. 


Nylax 

Nylax  is  an  OTC  laxative  and  has  a 
total  sales  value  of  £2.2  million. 

Its  purchase  gives  Crookes 
Healthcare  an  entry  into  a  new  market 
for  the  company,  where  Nylax 
challenges  ExLax  and  Reckitt's 
Senokot  brand. 

Other  Brands 

Sea  Legs,  the  well  known  travel 
sickness  remedy;  and  antiseptic  creams 
Acriflex  and  Anethaine  have  also  been 
acquired.  These  three  brands  together 
account  for  £1.2  million  worth  of 
sales  at  rsp. 


Crookes  Healthcare  Limited 
Thane  Road  West 
Nottingham  NG2  3AA 


ROBINSON  NEW  LOOK 
MAKE-UP  WIPE  AW  AYS 


/  J 


if. 


Every  woman  will  reach  for  the  new  Robinson 
Make-Up  Wipeaways. 

That's  because  Robinson  have  formulated  a 
special  double-action  lotion  which  not  only 
cleanses  deep  into  the  pores  to 
remove  make-up,  but  also  applies 
a  moisturiser  to  leave  her  skin 
feeling  fresh  and  re-vitalised. 
Robinson  Make-Up  Wipeaways  are 
fragrance  free,  environmentally  friendly 
and  especially  effective  against  waterproof 
cosmetics. 


LOOKS  BETTER  FOR  YOU 

Profit  opportunities  have  never  been  better 
with  this  concept  in  cosmetics  which  is  unique 

Available  in  a  dressing  table  pack  of  50,  or 
as  a  convenient  travel  pack, 
Make-Up  Wt>  -  ', 1  1  part  of 

the  Robinson  range  of  cosmetic 
products. 

Beautifully  presented  in  Navy 
Blue,  Gold  and  White  packaging.  When 
displayed  together  with  the  'Extra  Soft' 
Cotton  Wool  range  -  a  winning  combination 

is  created. 

ROBINSON 

HEALTHCARE 


HIPPER  HOUSE 
CHESTERFIELD  S40  IYF 
UNITED  KINGDOM 


Ultra  Glow 
add  more  for 
Autumn 

This  Autumn  Ultra  (/low  have 
introduced  two  new  brushes  and  a 
special  purchase  brush  wallet  into 
their  range. 

The  Ultra  Glow  sweep  (£6.95) 
is  a  large  duster  brush  with  angled 
bristles.  The  new  shape  is  ideal  as 
it  ensures  coverage  of  all  the 
contours  of  the  face  and  neck, 
says  the  company. 

The  Ultra  Glow  compact 
super  duster  (£6.95)  is  a  large, 
thick  brush  that  contracts  into  a 
lipstick  style  container.  It  comes 
in  black  and  burgundy  shaded 
packaging. 

The  company  has  also 
introduced  the  Ultra  Glow  brush 
wallet  containing  five  styled 
brushes  and  a  sponge  applicator. 

The  wallet  is  quilted  black  satin 
and  will  retail  at  £3.95  when 
consumers  purchase  a  pot  of  Ultra 
Glow  Original  Powder,  says  the 
company. 

Finally  Ultra  Glow  Presents  is 
a  black  satin  make-up  bag 
containing  a  pot  of  Original 
Powder,  a  powder  brush,  a 
lipstick  and  coordinating  nail 
colour. 

This  "complete  look"  set  will 
sell  at  £  1 9 . 95 ,  a  saving  of  £3 . 85  on 
the  contents  —  with  the  cosmetic 
bag  free,  say  Ultra  Glow  Ltd.  Tel: 
071-6079983. 

Sixtus  on 
counter 
display 

The  Sixtus  range  of  foot  and  leg 
care  based  on  alpine  plants  has 
been  repackaged  to  fit  into  a 
counter  display  unit. 

The  display  unit  contains  six 
forte  foot  balsam,  six  chlorophyll 
foot  balsam,  four  deodorant,  and 
lour  hard  skin  remover  in  the 
Sixtuwohl  range,  with  six  of  each 
of  Sixtan  cream  and  forte. 

The  total  order  cost  is  £141 .25 
(trade)  which  includes  a  special 
discount  of  5  per  cent.  All  orders 
are  delivered  with  free  leaflets  and 
window  sticker,  say  UK 
distributors  Jica  Beauty  Products 
Ltd.  Tel:  081-979  7261. 

Contrary  to  a  report  published  in  good 
faith  in  last  week's 
Counterpoints,  the  Miles 
Group  of  Cambridge  will  not  be 
selling  Alka-Seltzer  to 
independent  pharmacies,  say 
Bayer  UK  Ltd.  Tel:  0635  39000. 


Fisons  introduce 
sachets  for  Radian-B 


Fisons  Consumer  Health  have 
introduced  sachet  forms  of 
Radian-B  bath  salt  and  liquid.  The 
salt  sachets  contain  20g  and  the 
liquid  sachets  20ml,  both  retailing 
at  £0.22. 

The  two  sachet  forms  will  each 
be  available  in  outers  of  24  which 
can  be  used  for  counter  top 
display.  The  display  packaging 
bears  the  caption  "Bathe  away 
aches  and  pains"  together  with 
the  end  shot  from  the  recent 
Radian-B  television  commercial. 

In  addition,  the  company  is 
launching  its   Radian-B  spirit 


liniment  as,  so  it  believes,  the  only 
liniment  product  in  unbreakable 
plastic  bottles. 

Elderly  and  sports  users  alike 
will  benefit  from  safe,  unbreakable 
packs  moulded  into  easy  grip 
bottles,  say  Fisons.  Large,  easy- 
to-open  caps  will  be  of  particular 
help  to  elderly  patients. 

The  new  packs  (125ml  £1 .94, 
250ml  £2.59,  500ml  £4.90)  will  be 
shrink  wrapped  on  cardboard 
trays  and  will  be  lighter  to  handle 
than  the  old  glass  bottles,  say 
Fisons  Consumer  Health.  Tel: 
0509  611001. 


L'Oreal  launch 
Rayonnance 

L'Oreal  have  launched 
Rayonnance,  a  range  of  haircare 
products  aimed  at  the  UK's  9 
million  women  who  have  colour 
treated  or  highlighted  hair. 

The  range  comprises  shampoo 
(250ml  £1.69),  conditioner  (200ml 
£1.89)  and  intensive  remoistur- 
iser  (150ml  £2.19). 

Rayonnance  has  been 
formulated  to  perform  two  specific 
functions,  say  L'Oreal,  to  enhance 
colour  and  shine  and  to  protect 
and  condition.  The  range  also 
contains  a  patented  light  filter  and 
is  designed  to  form  part  of 
L'Oreal's  Special  Care  range. 

'fhe  launch  of  Rayonnance  will 
be  supported  by  a  television 
advertising  campaign  m 
November.  In  1991,  a  £3  million 
media  spend  will  promote  L'Oreal 
Special  Care  beginning  with  a 
repeat  of  the  Rayonnance 
advertisement  in  March.  All 
Rayonnance  packs  will  feature  a 
£1  cash  refund  coupon  and  trial 
sizes  (£0.49)  will  be  available,  say 
L'Oreal.  Tel:  071-9375454. 


Ever  Ready  are  spending  £750,000 
to  support  torch  and  cycle  lamp 
ranges.  Time  Night  Rider  lamps 
and  Lites  will  appear  nationally  on 
illuminated  poster  sites  from 
November.  Ever  Ready  Ltd.  Tel: 
081-8828661. 


More 
Meteorites 
from  Guerlain 

A  Meteorites  lipstick  is  the  latest 
addition  to  the  Guerlain  cosmetics 
portfolio. 

Tlie  product  is  said  to 
complement  the  existing 
Meteorites  pastel  powder  pebbles 
and  retails  at  £39  —  refills  are 
available  lor  £9.50. 

It  is  packaged  in  the  ( iuerlain 
gold-cloisonne  packaging  and 
comes  in  a  choice  of  eight  shades. 

The  company  has  also 
introduced  Issima  midnight 
secret,  described  as  a  "special 
late  night  treatment"  cream.  It  is 
said  to  contain  eight  active 
mgn ■  <  1 1< 'iii  -  mi  luding  la<  i  n  a<  id. 
hyaluronic  acid  and  liquorice 
extract. 

The  treatment  comes  in  a 
30ml  container  and  retails  at  £49. 
Guerlain  Ltd.  Tel:  081-998  1646. 


A  new  size 
Patou  brings 
more  Joy 

Jean  Patou  have  added  a  25ml  eau 
de  toilette  spray  to  their  Joy 
perfume  range. 

The  new  size  offers  a  lighter 
version  of  the  Joy  bouquet  of  rose 
and  jasmin,  and  is  ideal  for  daytime 
use,  says  the  company.  It  will  be 
available  from  January  and  retails 
at  £21.  Jean  Patau  Ltd.  Tei:'071- 
328  1036. 


1                   ON  TV  NEXT  WEEK  1 

GTV  Grampian 
B  ['order 

BSB  British  Satellite 

Broadcasting 

C  Centr.il 

CTV  Channel  Islands 
LWT  London  Weekend 
C4  Channel  1 

lT  Ulster  SKSky 

G  Granada                     STY  Scotland  (central) 

A  Anglia                         V  Yorkshire 

TSW  Smith  West               HTV  Wales  &  West 

TTV  Thames  Television      TVS  South 

TV-am  Breakfast               TT  Tyne  Tees 

Television 

Asilone:                 U,G,C,A,HTV,TSW,TVS,TTV,C4,Sky  &  BSB 

Empathy: 

Y,C 

Healthcraft  range: 

C4 

Loving  Care: 

GTV.BTV 

Minadex: 

TV-am 

Nurofen: 

All  areas 

Olvarit: 

All  areas  except  U.CTV.C4  &  TV-am 

Sanatogen  single  vitamins: 

All  areas  except  TV-am 

Sanatogen  multivitamins: 

All  areas  except  TV-am 

Seven  Seas  cod  liver  oil: 

All  areas 

Slim-Fast: 

All  areas  except  CTV.C4  &  TV-am 
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COUNTERPOINTS 


Unichem 
feast  with 
Floyd 

Unichem  and  Crookes  Healthcare 
are  offering  six  winners  the 
chance  to  wine  and  dine  at 
Hambleton  Hall,  Rutland  with 
Keith  Floyd  on  January  25. 

The  six  Unichem  pharmacists 
and  their  guests  will  enjoy  a 
champagne  reception  and  five 
course  meal  specially  prepared 
and  chosen  by  Hambleton  Hall's 
head  chef  and  Keith  Floyd. 
Overnight  accommodation  is 
included  in  the  prize. 

To  qualify  for  the  prize, 
entrants  must  order  at  least  eight 
cases  of  the  nominated  products 
from  the  Crookes  Healthcare 
range  which  includes  Nurofen, 
Cream  F45,  Asilone  and 
Complan. 

Participants  must  also  enter 
Floyd's  Food  Quiz  and  complete 
the  tie-breaker  "I  want  to  feast 
with  Floyd  because 

The  order  and  entry  form 
should  be  returned  to  the  local 
Unichem  branch  by  30  November 
1990.  Winners  will  be  notified  by 
January  10  next  year.  Unichem. 
Tel:  081-3912323. 


Seven  Seas  bring 
Minadex  into  line 


Seven  Seas  are  repackaging 
Minadex  tonic  to  bring  it  into  line 
with  the  rest  of  the  Minadex  range 
of  supplements.  Both  the  200ml 
and  400ml  bottles  will  carry  the 
familiar  picture  of  two  children 
leaping  to  catch  a  ball,  modernised 
in  graphic  form.  The  packs  also 
feature  the  Mighty  Minadex 
character  and  a  flashed  Minadex 
logo. 

To  support  the  new  look 
range,  a  series  of  30  and  ten 
second  commercials  will  be 


A  Message  from.... 

Diana  de  Silva  S.p.A. 
Milano  Italy 


OMNFKANCO 

FERRE 


We  apologise  sincerely  for  the  disruption  to 
supplies  due  to  circumstances  beyond  our 
control. 

We  are  happy  to  advise  you  that  we  have  come 
to  an  arrangement  with  Lis  Lovell  Associates  to 
look  after  our  interests  prior  to  the  setting  up  of 
a  Diana  de  Silva  company  in  the  United 
Kingdom  in  1991. 

We  do  hope  you  are  willing  to  continue  to 
support  us  in  our  aim  to  restore  growth  trend  to 
Gianfranco  Ferre  Fragrances  in  the  U.K.  Lis  and 
her  team  are  looking  forward  to  hearing  from 
you  at: 

3  Albany  Street,  London  NW1  4DX 
Tel:  071  224  3216 
Fax:  071  224  4195. 

Please  feel  free  to  contact  her  by  letter,  phone  or 
fax  in  order  that  we  can  satisfy  your  Christmas 
demand. 


screened  on  TV-am  from  the  end 
of  October  throughout  the  cold 
and  flu  season.  Consumer 
promotions  are  also  planned  in  the 
women's  Press.  A  range  of 
mobiles,  showcards,  shelf 
wobblers  and  giant  packs  are 
available  for  the  retailer. 

This  season  looks  set  to  be 
one  of  record  sales,  say  Seven 
Seas,  who  report  a  48  per  cent 
increase  across  the  range.  Sales  of 
Minadex  tonic  are  already  up  by 
15  per  cent,  say  Seven  Seas  Health 
Care  Ltd.  Tel:  0482  75234. 


Aquatest  on 
offer 

Verify  Ltd  are  offering  Aquatest 
water  test  kits  at  a  special  price. 

Previously  sold  at  £3.99  (rrp), 
the  kits  have  been  reduced  in 
price  to  £1.99.  Pharmacists  can 
now  buy  them  at  £1.25 
(previously  £1.99).  Each  kit 
contains  four  tests,  making  the 
cost  to  the  customer  £0.50 
compared  with  £20-£30  for  a  lab 
test,  says  the  company. 

The  Aquatest  home  diagnostic 
kits  test  for  nitrate  or  aluminium 
levels;  each  test  takes  12-15 
minutes  to  complete.  A  point  of 
sale  merchandiser  is  available  with 
12  nitrate  kits,  12  aluminium,  or 
six  of  each.  Verify  Ltd.  Tel: 
071-2252828. 

LRC  Products  are  running  a  stock 
bonus  deal  on  Eucryl  smokers 
toothcare  range  during  November 
and  December  to  capitalise  on  the 
current  advertising  campaign. 
Since  the  range  was  relaunched 
earlier  this  year,  sales  through 
independent  pharmacies  have 
increased  by  6  per  cent  for 
original,  16  per  cent  for  freshmint 
and  50  per  cent  for  smokers 
toothpaste,  says  the  company. 
LRC  Products.  Tel:  081-527 
2377. 


Ladybird  "  , 

bookoim 


I 


CHILDE 


Sanatogen  for  kiddies 


Two  age-targeted  products, 
Ladybird  books  and  Sanatogen 
Childplan  vitamins,  have  been 
linked  in  an  on-pack  promotional 
offer. 

The  Childplan  range, 
consisting  of  multivitamins  for 
three  to  five  year  olds  and 
multivitamins  and  minerals  for  six 
to  12  year  olds,  retail  at  £1.99. 
Two  proofs  of  purchase  from  the 
range  entitles  consumers  to  send 
for  a  Ladybird  book  from  a  choice 
of  18  titles. 


There  are  six  books  from  the 
"Read  it  yourself"  range  (eg 
Hansel  and  Gretel,  Jack  and  the 
beanstalk)  for  three  to  five  year 
olds,  and  12  from  the  "Well  loved 
tales"  and  "Children's  classics" 
series  for  older  children  which 
includes  titles  such  as  Snow  White 
and  Pinnochio. 

There  is  no  limit  on  household 
applications  and  the  offer  is  j 
available  while  stocks  last.  Fisons 
PLC  Consumer  Health.  Tel:  0509 
611001. 
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FoR  YEARS  YOU'VE 
MADE  BREAD  OUT 
oF  REGINA  ROYAL 


TWO  NEW  WAYS 
To  PUT  JAM  oN  IT. 

Since  Rcgina  pioneered  the  introduction 
of  Royal  Jelly  to  this  country  over  fifteen 
yean  ago,  we  have  remained  brand 
leader  through  one  simple  principle.  We 
will  only  sell  the  finest  quality  products, 
created  to  the  highest  specifications. 
Royal  Ginseng,  made  only  from  6-year 
old  Korean  Ginseng,  and  pure  Evening 
Primrose  Oil  have  each  been  blended 
with  fresh  Rcgina  Royal  Jelly  to  provide 
a  totally  unique  range  of  health  care 
products.  And  from  January,  we  will  be 
running  a  stunning  new  national  adver- 
tising campaign  in  quality  women's 
magazines.  For  you,  it  represents  a  unique 
opportunity  to  make  a  right  royal  profit. 

VITALITY   COMES  NATURALLY 


ROYAL 

GINSENG 

30  CAPSULES 


A  UNIQUE  FORMULATION 
CONTAINING  60Omg.  OF 
KOR ISA N  GINSENG  WITH 
FRESH  ROYALJELLY 


* 


REGINA 


EVENING 
PRIMROSE 
OIL 

Ii0  CAPSULES 


n 


A  UNIQUE  FORMULATION 
CONTAINING  BOOing  OK 
EVENING  PRIMROSE  OIL 
WITH  h'RESH  ROYAL  JELLY 


\  A  L  £  S     ENQUIRIES     TO     REGINA     DISTRIBUTOR     ERNEST     JACKSON     &     COMPANY     LIMITED  TEL 
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OUNTERPOINTS 


Message  in  a 
stocking 

Pretty  Polly's  latest  £2  million 
plus  national  television  advertising 
campaign  for  their  hosiery  range 
will  run  from  the  end  of  October 
until  Christmas. 

Following  on  the  heels  of  the 
"Move  over  darling"  advertise- 
ment with  the  girl  fixing  her  Jaguar 
with  stockings,  and  the  Lauren 
Bacall  lookalike  using  her  nylons 
to  give  soft  focus  to  photography, 
the  latest  offering  is  the  "Love 
Boat". 

The  40  second  "mini  story" 
features  a  girl  throwing  a  message 
to  her  cruise  ship  captain 
boyfriend  with  the  help  of  one  of 
her  stockings. 

Pretty  Polly's  advertising  has 
helped  win  the  brand  more  than  42 
per  cent  of  the  UK  grocery 
market  and  80  per  cent  brand 
awareness,  sav  Prettv Polly.  Tel: 
0623552500.  ' 

Crookes  Healthcare  are  supporting 
their  Complan  range  with  a  free 
Complan  shaker  and  cocktail 
recipe  leaflet.  Both  products  come 
free  with  every  two  proofs  of 
purchase.  Crookes  Healthcare 
Ltd.  Tel:  0602  507431. 


Guardsock  update 


Britmarine  Guardsocks  are  now 
produced  from  natural  rubber 
latex  and  have  been  improved 
with  a  number  of  new  design 
features,  say  Haffenden  Moulding 
Company. 

The  range,  now  available  in 
five  sizes  covering  shoe  fittings 
from  child  size  10  to  adult  size  9, 
has  a  new  shape  developed  to  give 
better  fit  over  the  instep. 

An  improved  surface  texture 
and  generous  ankle  height  give 


good  fit,  says  the  company,  and 
new  packaging  restricts  harmful 
ultra-violet  light  penetration  to  the 
product  when  on  display. 
Haffenden  Moulding  Company. 
Tel:  0304  61737? '. 

Parloyr  Products  have  appointed 
Pharmexpo  International  as 
Greater  London  distributors  for 
their  Mosquito  milk  and  gel 
ranges.  Pharmexpo  International. 
Tel:  071-724  5123. 


Tineafax 
support 

Wellcome  are  currently 
supporting  their  Tineafax  range  of 
products  for  athletes  foot  with  a 
poster  campaign. 

The  posters,  which  give 
advice  on  how  to  keep  feet  in  good 
condition,  are  being  distributed  to 
sports  associations  and  health 
centres.  Wellcome  Consumer 
Healthcare  Division.  Tel:  0270 
583151. 

Vosene  on  TV 
with  campaign 

A  £2  million  national  television 
campaign  in  support  of  Vosene 
shampoo  is  scheduled  to  run  until 
mid-November,  featuring  the! 
catch-line  "You  can  tell  it '  s  clean, 
you  can  smell  it's  clean". 

By  selecting  time  slots  thatl 
coincide  with  family  viewing,  the| 
company  hopes  to  reach  80  peril 
cent  of  the  target  market  — 
mothers  with  young  families.]: 
Smithkline  Beecham  Personali 
Care  UK.  Tel:  081-560  5151. 


/ 


\  / 
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BOUNCING  WITH  BIG  IDEAS 


AAinadex  is  growing  fast!  First 
there  was  AAinadex  Tonic,  then 
tasty  Syrup,  and  one-a-day 
chewable  Tablets.  Now  there's  new 
AAinadex  Malt  &  Cod  Liver  Oil  too. 
It's  still  the  only  range  especially  for 
children  —  exclusively  from  Seven 


Seas,  your  adult  brand  leader. 

1988  COMA  report  (DHSS) 
recommends  extra  vitamins  for  all 
babies  aged  6  months  to  at  least 
2  years  and  preferably  up  to  5. 

Recent  DHSS  report  found  high 
percentages  of  school  children 


very  deficient  in  many  essenl 
vitamins  and  minerals. 
—  AAinadex  is  the  only  range 
developed  to  suit  children  of 
ages. 

Massive  TV  advertising 
bounces  back  nationwide  frc 


Macleans  for 
Christmas 

Smithkline  Beecham  are 
combining  Macleans  toothpaste, 
with  Walt  Disney's  Oscar-winning 
film  "The  Little  Mermaid"  —  lor 
an  on-pack  promotion. 

It  comprises  three  easy-to- 
answer  questions  and  a  tie- 
breaker competition  to  win  one  of 
5,000  cuddly  soft  toy 
"Flounders".  Everyone  who 
enters  receives  a  free  Walt 
Disney  pencil  and  a  pencil  hugger. 
The  promotion  is  featured  on 
Macleans  freshmint  and  mildmint 
tubes  and  pumps,  and  on 
Macleans  milk  teeth. 

Packs  featuring  the  offer  will 
appear  on-shelf  from  November  5 
to  coincide  with  the  half-term 
national  screening  of  the  film, 
which  will  then  be  screened  up  to 
and  including  the  Christmas 
holidays.  Smithkline  Beecham 
Personal  Cave.  Tel:  081-560 
5151. 


AAH  Pharmaceuticals  have  announced 
the  introduction  of  tamper  evident 
packaging  for  their  Vantage  own- 
label  baby  wipes  and  baby  lotion 
wipes.  AAH  Pharmaceuticals  Ltd. 
Tel:  0928  717070. 


Lifestyles  from  Oral-B 


Two  ranges  of  "lifestyle" 
toothbrushes  —  the  Art  and  Sport 
series  —  have  been  added  to  the 
range  of  Oral  B  professional 
toothbrushes. 

They  have  been  developed  to 
appeal  to  the  sophisticated 
consumer  looking  for  colourful 
design  in  the  bathroom,  say  Oral 
B.  The  toothbrushes  combine 
"stylish"  graphics  with  all  the 
features  of  a  professionally 


recommended  toothbrush. 

The  range  comprises  six 
toothbrushes  (£1.69)  with  handles 
sporting  motifs  on  the  Sports 
brushes  and  avant-garde  designs, 
on  the  Art  series. 

These  are  visible  through  the 
transparent  packaging  which  has 
bright  "designer"  graphics  for 
maximum  impact,  say  Oral  B 
Laboratories  Ltd.  Tel:  0296 
432601. 


Sensitive 
offer 

Macleans  Sensitive  toothpaste 
comes  with  a  now  on-pack 
promotion  available  from  this 
month.  Manufacturers  Smithkline 
Beecham  have  joined  publishers 
Mitchell  Beazley  to  create  a  free 
book  oiler. 

Consumers  are  asked  to 
collect  tokens  from  the 
promotional  packs  to  receive  their 
hardback  pocket-size  book. 

The  100ml  pumps  will  carry  3 
tokens  and  the  50ml  tubes  2 
tokens.  If  consumers  collect  S 
tokens  then  they  will  receive  the 
book  of  their  choice  (worth  £4.95) 
free. 

Alternatively,  they  can  send  (> 
tokens  and  a  £1  coin,  to  receive 
their  book.  Smithkline  Beecham 
Personal  Care  UK.  Tel:  081-560 
5151. 


Allen  &  Hanburys  have  increased  the 
retail  price  of  Piriton  tablets  30s  to 
£1.38  from  November  1.  The 
company  blames  rising  production 
costs  for  the  26  per  cent  increase, 
but  point  out  that,  at  three  tablets 
a  day,  Piriton  still  represents  good 
value  at  14p.  Allen  X-  Hanburys 
Ltd.  Tel:  081-422  4225. 


October.  Plus  heavyweight  PR  and 
a  range  of  colourful  POS  support. 
See  your  Seven  Seas 
representative  for  details. 


Recommend  Minadex  Tonic  to 
build  kids  up  after  illness  and  the 
whole  Minadex  range  of  top-quality 
health  supplements  every  day. 


Stock  the  growing  range  for 
children,  think  big  with 
Minadex  to  build  a  new 
generation  of  sales. 


National 
Wirkt  ting 

Awards 


MINADEX.  Vitamins  and  minerals  for  the  younger  generation 


IALITIES 


Frumil  Forte 

Rorer  have  added  Frumil  Forte 
tablets  to  their  range. 

The  tablets  contain  frusemide 
80mg  and  amiloride  hydrochloride 
lOmg.  The  maximum 
recommended  dose  is  one  tablet 
in  the  morning.  Indications, 
contraindications,  warnings  and 
side-effects  are  as  for  other 
strengths  of  Frumil. 

Frumil  Forte  tablets  are 
orange,  with  a  breakline,  and 
marked  "Ds" .  They  are  available 
in  calendar  packs  of  28  (£7.38 
trade).  The  licence  number  is 
5272/0026.  Rorer  Pharma- 
ceuticals Ltd.  Tel:  032321422. 


Oruvail  for 
acute  gout 

The  product  licence  for  Oruvail 
has  been  extended  to  include  the 
treatment  of  acute  gout. 

This  applies  to  Oruvail 
capsules  and  the  recently 
introduced  i.m.  injection 
(Specials,  September  29).  The 
dosage  for  this  indication  is 
100-200mg  once  daily.  May  & 
Baker  Pharmaceuticals,  division 
of  Rhone-Poulenc  Rorer  Ltd.  Tel: 
081-5923060. 


New  Calpol  indication 


Wellcome  have  been  granted  a 
product  licence  variation  for 
Calpol,  following  the  introduction 
in  May  of  the  Department  of 
Health's  new  vaccination  schedule 
for  children. 

The  schedule  covers  the 
vaccination  of  children  from  eight 
weeks  old.  In  keeping  with  this, 
packs  of  Calpol  infant  suspension 
(original  and  sugar-free)  will  carry 
the  new  indication/dosage  - 


Infants  under  three  months:  A 
2.5ml  dose  is  suitable  for  babies 
who  develop  a  fever  following 
vaccination  at  two  months.  In 
other  cases  use  only  under 
medical  supervision. 

This  will  appear  on  all  packs  as 
existing  supplies  become 
exhausted.  All  other  doses  and 
indications  remain  unchanged. 
The  Wellcome  Foundation  Ltd. 
Tel:  0270  583151. 


Zovirax 
clarified 

Pharmacists  are  to  be  mailed  with 
a  management  guide  to  help  clarify 
the  recommended  dosage  and 
presentation  for  each  of  the  major 
Zovirax  indications.  This  will 
ensure  that  patients  receive  the 
appropriate  original  pack  and  will 
assist  patient  compliance,  say 
Wellcome. 

Zovirax  400mg  tablets  will  be 
available  only  in  the  56  tablet 
calendar  pack,  once  stocks  of  the 
100-pack  are  exhausted.  This  is 
an  original  pack,  containing  the 
appropriate  dosage  for  the 
supression/prevention  of  herpes 
simplex  infection. 


The  original  packs  providing  a 
complete  treatment  course  for 
varicella  zoster  infections  is  the 
Zovirax  shingles  treatment  pack 
(35  by  800mg  tablets).  The 
Wellcome  Foundation  Ltd.  Tel: 
0270  583151. 


BRIEFS 


CP  Pharmaceuticals  have  added  two 
new  products  to  their  range.  They 
are  blister-packed  presentations 
of:  cimetidine  tablets  200mg  (120 
£18.78),  400mg  (60  £19.77), 
800mg  (30  £18.83),  and 
paracetamol  tablets  (ten  by  20 
£3.50,  ten  by  50  £4.90,  all  prices 
trade).  In  addition,  CP's  range  of 
21  Winter  galenicals  will 
temporarily  be  provided  in  slightly 
different  bottles.  CP  Pharma- 
ceuticals Ltd.  Tel:  0978661261. 


Evans  have  introduced  cephalexin 
capsules  (100  250mg  £16.11, 
500mg  £31.59)  and  tablets  (100 
500mg  £31 .59)  to  their  range.  In 
addition,  a  ten  by  2ml  pack  of 
sodium  citrate  sterile  solution  BP 
3.8  per  cent  (£8.52,  all  prices 
trade)  replaces  the  five  by  2ml 
pack.  Evans  Medical  Ltd.  Tel: 
09582  608308. 

CP  Pharmaceuticals  have  launched 
cephalexin  capsules  250mg  (100 
£  1 6 . 1 1 ) ,  500mg  ( 1 00  £3 1 . 59) ,  and 
oral  suspension  125mg/5ml 
(100ml £1.59),  250mg/5ml  (100ml 
£3.19,  all  prices  trade).  CP 
Pharmaceuticals  Ltd.  Tel:  0978 
661261. 

1CI  are  withdrawing 
Sulphamezathine  injection  from 
supply  at  the  end  of  December 
1 990 ,  or  before  if  stocks  run  out . 
The  company  says  that  this  is 
because  more  modern 
antibacterials  and  antibiotics  have 
replaced  the  product,  which  they 
launched  in  1942.  IC I  Pharma- 
ceuticals (UK).  Tel:  0625535999. 
Cusi  have  taken  over  responsibility 
for  the  marketing  and  distribution 
of  Micolette  micro  enema  5ml 
tubes  (12  £3.98  trade)  from 
Wyeth.  Cusi  (UK)  Ltd.  Tel:  0428 
61078. 

Galderma  have  launched  Cetaphil 
(200ml  pump  dispenser  £3.17 
trade ) ,  a  non-irritant  cleanser  said 
to  be  suitable  for  diseased  and 
normal  skins.  Galderma  (UK) 
Ltd.  Tel:  0923  210180. 


TAKE  KALMS 


More  and  more  people  are  turning 
to  Kalms  as  the  natural  way  to  ease 
the  stresses  and  strains  modern  life 
sometimes  brings. 

No  wonder  it's  the  fastest  selling 
alternative  to  benzodiazepines. 

And  by  popular  demand  it's  now 
also  available  in  a  200  pack. 


Kaims  Tablets 

Relieves  periods  of  worry 
irritability,  stresses  &  strains. 
Promotes  natural  sleep. 


This  year's  advertising  spend  will  be 
the  biggest  ever. 

So  expect  bigger  sales,  bigger 
turnover  and,  with  Kalm's  high  margins, 
bigger  profits. 

And  relax.  But  only  if  you've  got 
enough  stock  to  meet  the  demand. 

Leaders  in  natural  health  care 
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NOW 

available  from 

J.J.  &  L.  N I  ELD  LTD.  Wholesale 
Toiletries  &  Grocers  Provisions 
Derby  Street,  Manchester  M8  8HE 
Tel:  061-832-5614 

MARS  AM  (FANCY  GOODS)  LTD 

53C  Carysfort  Road,  London  N.  1 6 
Tel:  (01)  071-249-6923 


HAIR  TONIC 

and  scalp  conditioner 


Nothing 


v_ry  7-day  pac* 
Try  our  speu.--  — "         P.EPLENS  f°r  y°urse 
and  exp«rl««ce  tl         lfo"  °    ~  --'^ 


Co.... 


______  NEW— — - 

REPLENS. 

__^06n*ss 
For  f"LL-T'ML!^L~>~- 


Everything  To 
3,000,000  Women 


Yours,  free  of  charge.  This 
attractive  REPLENS  dispenser 
unit  with  4  introductory  packs 
worth  £15  should  soon  be 
delivered  to  you.  And  to  the 
UK's  3  million  sufferers 


from  vaginal  dryness,  new 
REPLENS  could  mean 
everything.  Because  REPLENS  is 
the  unique,  long  acting  vaginal 
moisturiser  which  ends  vaginal 
dryness  for  good. 


REPLENS  MARKET  POTENTI/ 


IS  A  MASSIVE  £500  MILLIOb 


A  £4  million  product  supp> 
campaign  will  help  promote 
your  retail  sales.  With  TV 
commercials,  consumer,  trade 


and  medical  press  ads.  plus  exten- 
sive PR  all  getting  the  message 
o  your  potential  customers. 
BIOADHESION  - 
A  REVOLUTIONARY 
DEVELOPMENT 
One  single  application  of  new 
Replens  lasts  up  to  3  full  days. 

Because  Replens 
utilises  the  revolution- 
ary system  of  bioadhesion. 
This  involves  polycarbophil, 
moisture  filled  polymer 
which  adheres  to  the  vaginal 
:pithelium. 

Here  moisture  is  immediately 
ind  continually  delivered, 
ydrating  the  underlying  cells  for 
ubrication  and  comfort. 

Only  moisture  is  delivered,  so 
here  is  no  risk  of  systemic 
ide-effects* 

Replens  is  non-hormonal  and 
lot  a  drug. 

\  SIGNIFICANT  ADVANCE  OVER 
CONVENTIONAL  LUBRICANTS 

Unlike  lubricating  jellies, 
leplens  doesn't  have  to  be  applied 
list  before  intercourse.  Because 
vomen  who  use  Replens  regularly 


(3  applications  a  week)  can  rely 
on  having  vaginal  moisture  all 
the  time. 

There's  no  messiness  or  leakage 
either  and  Replens  maintains 
normal  vaginal  pH. 


More  good  reasons  why 
your  customers  will  buy  Replens. 
INTERNATIONALLY  APPROVED 
BY  GYNAECOLOGISTS 

Clinical  studies  show  that 
regular  use  of  Replens  means 
more  than  just  comfort.  Vaginal 
fluid  volume,  elasticity  and 
epithelial  integrity  all  return  to 
normal. 

So  it's  not  surprising  that 
doctors  recommend  it. 

A  CONVENIENT,  EASY 
TO  USE.  OTC  PRODUCT 

Replens  is  a  non-irritating, 
greaseless,  odourless  gel. 

It's  simply  administered  from 
pre-filled,  slimline,  disposable 
applicators. 

These  are  available  in  retail 
packs  of  one  week's  or  one 
month's  supply. 


SEND  NOW  FOR  YOUR  FREE 
INTRODUCTORY  PACKS  - 
WORTH  £15 

So  don't  forget,  each  free 
dispenser  unit  contains  4  intro- 
ductory packs,  R.R.R  £3.75  each, 
plus  25  patient  advice  leaflets. 

If  you  haven't  already  received 
the  unit,  send  off  the  coupon 
today.  And  to  order  your  stock 
of  REPLENS,  simply  call  your 
usual  wholesaler. 


m 


NEW 


REPLENS 

VAGINAL  MOISTURISER 

Three  Applications 

A  Week  For 
Full-Time  Comfort 


"Data  on  file 

Columbia  Laboratories  IUK|  Ltd 
Charter  House. 
15  Carteret  Street. 
London  SWlH  9Di 


FROM  CLEMENT  CLARKE 


The  Peak  Flow  Meter 
with  a  pedigree. 


Standard  Clement  Clarke  M 
Wright  Peak  Flow  Meter 


Low  Range  Mini-Wright  Pea 
Flow  Meter  for  severely 
affected  asthmatics  and 
patients  with  low  flow  rates  ' 


Based  on  the  original 
instrument  designed  by  Dr.  B.  M.  Wright  of 
the  Medical  Research  Council,  the  award- 
winning  Clement  Clarke  Mini-Wright  is 
Britain's  most  widely  used  Peak  Flow  Meter. 
A  qualify  product  backed  up  by  an 

extensive 
bibliography. 

•  Accurate  and 
repeatable 
measurement  of 
P.E.F. 

•  Trusted  by 
respiratory 
consultants  and 
general  physicians 
around  the  world. 

Widely  used  in  clinical  trials. 
Winner  of  a  Design  Council  award. 
@  Standard  and  low  range  versions  available 


For  more  information,  please  contact  Mini- 
Wright  Sales  office,  ref  CD1,  at  the  address 
below. 


Clement  Clarke 
International  Ltd 


Clement  Clarke  International  Limited 

Airmed  House,  Edinburgh  Way, 
Harlow,  Essex  CM20  2ED 
Telephone:  0279  414969 
Telex:  81338. 
Fax:  0279  635232 


Second  year  in  clover 
for  sun  preparations 

While  the  threat  of  recession  looms  over  the  market  in  the  months  up  to 
Christmas,  the  long  hot  Summer  has  been  beneficial  for  bathroom  toiletries  and  sun 

preparations  in  particular 


With  growth  in  the  personal  care 
market  at  13  per  cent  for  the  year 
to  the  end  of  August,  most  sectors 
have  held  up  well  over  the 
Summer.  Strong  growth 
continues  to  come  from  the  oral 
care  sector,  while  bathroom 
toiletries  and  fragrances  turned  in 
strong  performances  (table  1). 

Department  stores,  although 
taking  just  under  9  percent  of  this 


£2,690  million  market,  are 
showing  strong  growth  after 
considerable  time  in  the  doldrums. 
The  chemist  sector  at  9  per  cent 
underperformed  the  market,  but 
still  accounts  for  the  largest  share 
with  over  35  per  cent  of  sterling 
sales. 

It  is  difficult  to  find  an 
explanation  for  the  good 
performance  of  the  fragrance 


The  personal  care  market 
Table  1:  Market  and  sector  trends  (value)  —  Total  industry 


Total  market  £m 

2378 

2690 

+  13 

349 

464 

515 

Cosmetics  &  def  skin 

381.3 

407.2 

+  7 

76.3 

66.7 

72.0 

Fragrances 

384.6 

463.5 

+  17 

58.9 

69.5 

79.3 

Haircare 

487.3 

541.0 

+  11 

95.7 

93.5 

97.7 

Bathroom  toiletries 

688.4 

789.5 

+  15 

127.1 

149.2  176.4 

Hard  toiletries 

218.9 

233.6 

+  7 

37.0 

40.6 

45.4 

Oral  care 

218.4 

254.8 

i  17 

44.0 

44.6 

44.1 

12  m/e 

J/A 

J/A  2m/e 

M/A 

M/J 

J/A 

89 

90 

90 

SUN  PREPS  SHARE  OF  TRADE 

BASED  ON  STERLING  SALES 

12  m/e  JUL/AUG 


12  m/e  JUL/ AUG 


TOTAL 
CHEMISTS 


TOTAL 
DRUG  + 
DISCOUNTS 

GROCERS 

DIRECT 

SALES 

OTHERS 


59.4 


8.9 


10.2 


7.6 


13.9 


58.4 


10.3 


9.8 


10.6 


10.9 


56.5 

56.8 

9.8 

9.5 

8.2 

9.5 

12.7 

11.4 

12.8 

12.8 

1989 


1990 


1989 


1990 


Table  2:  Trade  sector  shares  —  Total  industry 


Total  market  Cm 

2378  2690 

+  13 

349 

464 

515 

% 

% 

% 

% 

"i, 

% 

Total  chemists 

36.5 

35.0 

+  9 

35.1 

34.3 

35.4 

Total  drug 

11.6 

11.4 

+  11 

11.3 

11.3 

12.0 

(incl  FWW) 

Multiple  grocers 

22.5 

22.9 

+  15 

24.1 

23.5 

22.4 

Other  grocers 

4.8 

4.7 

+  12 

4.5 

5.1 

4.9 

Department  stores 

8.2 

8.8 

+  20 

9.2 

7.7 

8.2 

Other  outlets 

16.4 

17.2 

15.8 

18.1 

17.1 

12  m/e 

J/A 

J/A 

2m/e 

M/A 

M  .1 

J/A 

89 

90 

90 

market,  other  than  that  the 
expensive  lines  are  generally 
purchased  by  the  higher  income 
groups  who  are  less  affected  by 
economic  hardship.  But  it  will  be 
interesting  to  see  how  the  gift 
market  holds  up  over  Christmas. 
AGB  predicts  it  could  be  tough 
this  year.  Mass  market  fragrances 
have  been  feeling  the  economic 
squeeze  for  some  time. 
Consumers  have  generally  been 
buying  upwards,  or  cutting  back 
and  switching  to  body  sprays  as  a 
cheaper  alternative. 

In  the  haircare  market,  which 
AGB  currently  values  at  £541m, 
chemists  have  been  showing 
growth  at  4  per  cent,  well  behind 
the  grocery  multiples  and  drug 
stores  which  are  both  pushing 
ahead  with  12  per  cent  growth. 
Chemists  (including  Boots)  take 
33.8  per  cent  of  the  market,  but 
this  position  is  being  challenged  by 
multiple  grocers  which  now  have 
a  29.4  per  cent  slice. 

Shampoos  are  showing  growth 
of  19  per  cent  with  sales  now  at 
£178m  annually.  Business  is  being 
drawn  from  other  areas  by  the 
phenomenal  success  of  Wash  'n 
Go,  which  has  shown  consistent 
growth  for  the  last  eight  months. 
Boots  and  Alberto  Culver  are  now 
contesting  the  market,  but  in 
general  it  has  taken  manufacturers 
a  long  time  to  respond  to  Procter 
&  Gamble's  initiative,  says  AGB. 
Dimension  from  Elida  Gibbs, 
which  was  perceived  as  one  of  the 
brands  most  likely  to  suffer  from 
Wash  'n  Go,  has  been 
reformulated  and  aimed  more  at 
the  male  market. 

Conditioners  with  annual  sales 
reaching  £69m  are  showing  4  per 
cent  growth.  The  sector  has  lost 
out  to  shampoos,  but  treatment 
products  are  keeping  it  alive.  The 
market  is  starting  to  see  more 
salon  brands  coming  through  to 
retail,  such  as  Daniel  Galvin.  As  a 
group  they  are  starting  to  make  an 
impact,  and  are  getting  good 
support  from  Boots. 

Styling  products  are  showing 
19  per  cent  growth  with  sales  for 
the  year  to  August  at  £100m.  This 
sector  has  not  fizzled  out  as  some 
expected  but  is  now  established  as 
part  of  the  haircare  regime,  says 
AGB.  Companies  have  been  quick 
to  adapt  to  fashion  trends.  Studio 
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The  Great 


TAMPAX  RJll  DURACELL 

tampons        —  -  J 

Christmas  Campaign 


We'll  never  leave  a  good 
opportunity  under  wraps .  .  .  . 

 so  from  now  until 

Christmas  1990  your  Tarn  brands 

representative  will  be  offering 
you  outstanding  deals  on  a  range 
of  leading  quality  brands 
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TAMBRANDS 

Helping  you  profit  from  leading  brands 
III  DURACELL 

tampons  "^2^^^B 

Tambrands  Limited  Dunsbury  Way  Havant  Hampshire  P09  5 


mm 


ATISTICS 


TOP  5  SUNTAN  BRANDS  IN  INDEP'  CHEMISTS 

BRAND  POSITION  BASED  ON  STERLING  SALES 
12  m/e  JUL/AUG 


AMBRE  SOLAIRE 


NIVEA 


UVISTAT 


HAWAIIAN  TROPIC 


BERGASOL 


OURCE.  ACBMARKE1  TRACK  RECALL 


1989 


1990 


Line  comes  out  on  top,  with  Free 
Style  the  leading  mousse  product. 

A  lot  of  growth  in  this  category 
is  coming  from  male  purchase  of 
gel  products  such  as  the  V05 
styling  range  which  is  packaged  to 
appeal  to  male  users.  There  is  still 
a  lot  of  mileage  left  in  styling 
products,  feels  AGB. 

The  long  hot  Summer.. 

The  most  noticeable  effect  of  the 
Summer  on  the  bathroom 
toiletries  market  has  been  the 
strong  increase  in  deodorant 
sales.  The  sector  was  worth 
£153m  to  August,  growing  by  18 
percent,  which  AGB  puts  down  to 
the  weather  and  the  "Lynx" 
factor.  Lynx  is  now  the  leading 
brand  in  this  area.  Natrel  Plus  has 
boosted  the  market,  but  support 
for  the  brand  seems  to  have  died 
away  recently. 

The  bath  additives  market 
continues  to  grow  at  20  per  cent 
annually,  boosted  by  higher  levels 
of  male  purchase  and  usage.  The 
sector  was  worth  £140m  to 
August,  with  more  than  30  per 
cent  of  this  coming  from  shower 
gels  and  the  rest  from  bath  foams. 

Toiletry  skincare  has  also 
shown  a  big  increase,  up  24  per 
cent  year  on  year  to  £162m. 
Plenitude  is  adding  value  and 
volume  to  the  sector,  the  biggest 
success  coming  from  the  more 
expensive  lines  with  "active 
liposomes".  The  range  has  also 
been  heavily  advertised. 

Much  of  the  growth  has  come 
in  the  second  half  of  the  year, 
where  general  purpose  skincare 
products  (Nivea,  Atrixo,  Ponds 
cocoa  butter)  have  been  used  on 
the  body  as  an  aftersun 
moisturiser.  Growth  for  the  six 
months  to  August  reached  32  per 
cent. 

Two  years  in  a  row  for 
sunpreps... 

The  sunpreps  market  is  now 
worth  £87m,  says  AGB.  Although 
its  success  depends  to  a  large 
extent  on  the  weather,  there 
seems  to  be  solid  underlying 


growth.  Growth  in  the  year  to 
August  was  10  per  cent,  but  this 
comes  after  strong  sales  took  the 
sector  to  £79m  in  1988-89.  The 
seasonality  of  the  market  can  be 
judged  by  the  fact  that  in  May- 
June  this  year  sales  stood  at 
£28m,  rising  to  £42m  in  July- 
August.  Last  year  when  the  warm 
weather  came  earlier,  May-June 
sales  were  £36m  dropping  to 
£27m  in  July-August.  Growth 
over  the  Summer  period  was  52 
per  cent. 

Ambre  Solaire  is  well 
established  as  the  leading  brand. 
In  the  total  market  Hawaiian 
Tropic  has  moved  up  the  league 
from  seventh  to  fourth.  Nivea  and 
Avon  remain  unchanged  in  the  two 
and  three  slots.  The  position  in 
independent  chemists  differs 
slightly  (see  above).  Bergasol  has 
been  struggling  to  hold  the 
number  five  position.  Uvistat  has 
done  well  in  the  chemist  sector, 
but  this  reflects  Windsor's  more 
ethical  heritage.  Activity  is 
expected  from  this  brand,  and  also 
Roc,  shortly. 

Aftersuns  are  becoming  an 
important  group  of  products. 
However  there  are  few 
specifically  targeted  products  and 
there  is  considerable  overlap  with 
general  skin  care.  The  leading 
brands  are  Ambre  Solaire,  Nivea 
and  Avon,  reflecting  the  suntan 
rankings. 


Boots  are  the  major  outlet 
with  over  a  third  of  the  market. 
The  grocery  multiples  are  slowly 
building  up  their  share.  They  do 
not  appear  to  be  picking  up  the 
impulse  sales  in  the  hotter 
months,  presumably  because  of 
their  location.  Sunpreps  is  still  a 
market  where  the  advisory  role  of 
the  pharmacist  is  appreciated  by 
consumers.  Boots  have  done 
much  to  improve  knowledge  of 
sunpreps  with  effective  POS. 

The  market  seems  to  be 
polarising  between  low  sun 
protection  products  and  the  higher 
factor  products.  With  prolonged 
hot  weather  people  feel  they  do 
not  need  high  SPF  products  as 
they  have  built  up  a  protective  tan. 
At  the  other  end  of  the  scale  the 
women's  Press  has  been  diligent 
in  warning  of  the  dangers  of  UV 
radiation  and  skin  cancer. 
(However,  note  that  the  chart 
below  is  only  based  on  those  who 
have  bought  sunpreps:  a 
significant  proportion  of  people 
still  buy  nothing  at  all). 

The  protection  issue 

UVA  protection  will  have  a  higher 
profile  in  the  coming  months, 
predicts  AGB.  Although  a  number 
of  companies  are  working  to 
improve  products  in  this  area,  the 
change  will  be  slow  to  make  an 
impact.  Many  manufacturers 
claim  their  product  offers 
protection  from  UVA  and  B,  but 
the  LIVA  protection  might  only  be 
marginal.  The  current  factoring 
system  only  relates  to  UVB.  It  will 
be  a  long  uphill  battle  for  the  trade 
to  educate  the  consumer,  says 
AGB.  Uvistat  is  likely  to  be  the 
first  brand  to  adopt  a  new  factoring 
system. 

There  are  a  number  of  new 
ranges  on  the  market  worth 
noting.  Innoxa  have  announced 
the  launch  of  their  Sun  Defence 
range  for  next  March.  Simple 
have  entered  the  market  with  a 
hypo-allergenic  product.  Aller- 
genicity  is  often  related  to 
fragrance,  and  there  could  be  a 
trend  for  fragrance  free  products 
next  year. 


SUN  PROTECTION  FACTORS 

FACTOR  SALES  BY  EXPENDITl 

12  m/e] VI./ AUG 


RE 


12  m/e  JUL/AUG 


FACTORS  13 


FACTORS  4  6 


FACTORS  7-9 

FACTORS  10  15 
T0TA1  BLOCK 
NO  PROTECTION 
DON'T  KNOW 


21.4 


42.8 


15.4 


5.3 


8.1 


25.9 


36.6 


14.6 


9.4 


8.0 


24.3 


37.1 


14.1 


9.5 


3ZC 


8.4 


25.5 


33.6 


13.9 


12.8 


8.4 


1989 


1990 


1989 


1990 


Autodrop* 

Blinking 
marvellous 
news  for  your 

eye  drop 
customers. 

Some  recent  research  we  commissioned  at 
Owen  Mumford  has  opened  our  eyes. 

It  strongly  suggests  that  everytime  you 
dispense  an  eyedrop  prescription,  you're  also 
giving  your  customer  a  not  insignificant 
problem.  Namely,  people  hate  administering 
eyedrops. 


Bad  enough  if  they're  doing  it  themselves, 
they  report,  even  worse  if  they're  trying  to  do  it 
for  someone  else. 

Eyelids  instinctively  blink,  valuable  fluid 
pours  everywhere  but  where  it's  meant  to. 

Treatment  compliance  is  often  a  lost  cause. 

Not  for  the  first  time,  OWEN  MUMFORD 
have  come  up  with  a  brilliantly  simple  answer. 

New  AUTODROP. 

Moulded  to  fit  perfectly  over  the  eye, 
AUTODROP  fits  most  types  of  eyedrop 
container,  and  while  automatically  holding  the 
eye  open,  delivers  the  dose  precisely  where 
it's  wanted ... 

...helping  your  customers  complete  their 
treatment  course  simply  and  successfully. 

So  next  time  you  dispense 
eyedrops,  why  not  dispense  I 
with  their  administration  \ 
problems  as  well9 

With  new  AUTODROP 
the  clinically-tested  way 
to  make  sure 
everything  drops 
into  place. 


Only     I  ^ 
£1.75 

R.S.P.  IncVAT. 

Autodrop 

from  Owen  Mumford  . 

Developed  in  collaboration  with  the  RNIB 


Contact  your  local  wholesaler  immediately 
Owen  Mumford  Limited.  Brook  Hill,  Woodstock. 

Oxford  OX7  ITU.  Tel:  (0993)  812021 
Telex:  837864  OMMLET  G.  Fax:  (0993)  813466. 

Owen  Mumford 


CHEMIST  &  DRUGGIST  3  NOVEMBER  1990 


793 


QUALITY     ■  V 


APS,  the 
number  one 
performer. 

Thanks  to  you  the  Pharmacist .  .  . 

The  results  of  independent  research  show  that  we  are 
the  top  supplier  across  a  wide  range  of  major  generic 
medicines  in  the  UK. 

You'll  find  our  service  second  to  none.  With  more 
than  50  years  experience  supplying  Pharmacists,  we  fully 
understand  your  need  for  a  prompt,  professional  and 
personal  service. 

You  will,  in  short,  receive  from  APS  a  level  of 
performance  that's  way  in  front  of  any  other  supplier. 

That's  why  we  are  your  first  name  in  generics. 


E  SERVICE 


"For  friendly 
professional 
service 
APS 
comes  first. " 


—  the  every  week 
story  of  pharmacy  folk 
episode  23. 

"HAVE  YOU  SEEN 
THE  LIGHT?" 

David  Coen  M.R.Pharm.S 
told  us: 
"PILLS  has  made  the 
dispensing  side  of  my 
pharmacy  much  more 
interesting  and  enlightening, 
and  has  improved  our 
professional  and  ethical 
image  enormously. 
Patient  reception  is 
amazingly  good  and 
consultation  which  was 
minimal  is  now  occuring 
very  frequently  because  of 
the  leaflets.' ' 


a/ten/  rYleroif/^ 


ieaf/e&   1 

:^}/<ocrf:  ^on/toll 


If  you  would  like  to 
know  more  about  the 
No  1  system  for  the 
ethical  pharmacy, 
telephone  us. 

(We  now  include 
software  for  the  Manrex 
and  Nomad  systems). 


Lj — I 

COSVIPUTIIMG  LTD 

Nunn's  Corner,  Sandy  Lane, 

Stourport-on-Severn, 
Worcestershire  DY13  9QB. 
Telephone:  0299  827826 
Fax:  0299  827393 


IPMI  WEEKEND  CONFERENCE 


Unichem  unveil  scheme 
for  franchising  in  '91 

Unichem's  marketing  director,  Bill  Hart,  revealed  proposals  for  a  franchising  scheme,  at 
the  Institute  of  Pharmacy  Management  International's  weekend  meeting  in  Southport 


Unichem  are  to  use  proceeds 
raised  from  their  imminent 
flotation  to  set  up  a  franchising  or 
partnership  scheme  which  will 
ultimately  allow  ownership  of  the 
business  by  the  pharmacist,  Bill 
Hart  told  the  meeting. 

"We  believe  any  scheme  of 
this  nature  that  does  not  offer 
ownership  is  not  in  the  best 
interest  of  independent 
pharmacy,"  he  said. 

The  scheme  is  still  at  the 
development  stage  and  full  details 
are  to  be  released  early  next  year. 
Money  raised  from  the  flotation 
will  be  used  to  buy  large  shops 
which  will  be  "returned  to 
pharmacists  in  a  franchise 
partnership". 

Mr  Hart  said  that  it  would  not 
be  a  true  franchise,  as  a  much 
lower  financial  involvement  would 
be  required.  The  "franchise" 
period  is  likely  to  be  ten  years 
during  which  time  Unichem  would 
provide  training  and  support  in 
return  for  an  unspecified  annual 
fee.  Mr  Hart  said  that  sufficient 
return  would  remain  to  "attract 
the  best  pharmacist/businessmen 
and  to  encourage  them  to  improve 
the  businesses" .  At  the  end  of  the 
set  period  the  shop  could  be 
purchased  "at  very  favourable 
terms",  he  said. 

There  is  tremendous  interest 
in  franchising  both  from  young 
pharmacists,  who  see  it  as  a  way 
to  owning  their  own  business,  and 
from  retiring  pharmacists  who  did 
not  want  to  see  shops  sold  to 
multiples,  said  Mr  Hart. 

However,  he  warned  that 
Unichem  would  not  get  into  a  race 
with  multiple  groups  and  push  up 
prices  beyond  market  values. 
"No  one  should  expect  us  to  enter 
into  arrangements  which  would 
drive  up  the  prices  of  pharmacies 
beyond  realistic  figures, ' '  he  said. 

Depending  on  whether 
realistic  prices  can  be  obtained, 
the  scheme  could  be  the  most 
important  result  of  flotation,  said 
Mr  Hart. 

"More  business  help" 

Help  in  a  number  of  business 
planning  areas  would  be  available 
for  the  company's  loan  and 
guarantee  customers  next  year, 
promised  Mr  Hart.  It  will  still  be 
Unichem's  main  aim  to  help 
pharmacists   to   buy  premises 


through  this  operation,  but 
additional  services  will  be  offered. 
These  include: 

•  Guidance  on  cashflows  and 
profit  and  loss  accounts 

•  Management  counselling  on 
business  performance  compared 
with  the  general  retail  sector  as 
well  as  with  pharmacy 

•  Planograms  and  other 
merchandising  information  on 
space  utilisation 

•  Enhancement  of  the  shopfitting 
service   to   provide  patient 
counselling    and    diagnostic  I 
services  areas. 

Mr  Hart  said  that  it  was  a  '  'bad  i 
mistake"   that  merchandising 
information  had  been  collected  in 
the  past  but  not  always  made  | 
available  to  members. 

Mr  Bill  Hart,  Unichem's 
marketing  director 


Gerald  Green  heads  new 


retail  division 


Mr  Gerald  Green,  chairman  of  the 
Institute  of  Pharmacy  Manage- 
ment International  has  been 
appointed  head  of  the  newly 
formed  Unichem  Retail  Division, 
and  will  be  responsible  for  the 
introduction  of  the  partnership 
scheme. 

Mr  Green  told  C&D  that 
pharmacists  involved  in  the 
scheme  would  be  called  "junior 
partners"  rather  than 
franchisees.  The  scheme  would 
be  suitable  for  medium  to  large 
pharmacies.  The  time  scale  of 
around  ten  years  may  make  it  less 
attractive  to  people  over  forty 
unless  they  were  using  it  as  a 
stepping  stone  and  wanted  to 
move  to  a  larger  shop,  he  said. 

Units  purchased  would  be 
refitted  to  a  common  design  and 
style  intended  to  enhance 
performance  rather  than  give  the 
appearance  of  a  multiple.  The 
name  of  the  pharmacist  would  be 
a  prominent  part  of  the  fascia,  he 
said.  Mr  Green  stressed  that 
many  legal  and  financial 
implications  still  had  to  be 
developed. 

Mr  Green  added  that  he  will  be 
responsible  for  the  recruitment  of 
pharmacists  and  for  management 


1| 


Mr  Green ,  chairman  IPMI 

training.  Although  it  was  too  earl 
to  give  an  indication  of  the  size  c 
the  scheme,   he  expresse 
confidence  that  Unichem  would  bi 
able  to  find  businesses  for  all| 
suitable  candidates. 
□  Mr  Green  has  temporarily! 
withdrawn  as  a  director  of  the 
Broad  Oak  Pharmacy  companies! 
since  joining  Unichem  due  to 
possible  conflict  of  interests. 
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'You've  never  had  it  so  good' 


Despite  a  drop  in  remuneration 
this  year  the  past  decade  has  seen 
pharmacists  "walking  on  air" 
compared  to  previous  years,  said 
Dr  Ian  Jones  of  the  Pharmacy 
Practice  Research  Unit,  at  the 
University  of  Bradford. 

There  lias  been  substantial 
growth  with  an  increase  in  the 
number  of  prescriptions 
dispensed  and  in  gross  profit  per 
prescription  despite  the  drop  in 
the  number  of  premises. 
Productivity  has  also  increased 
with  pharmacies  handling  twice  as 
many  prescriptions  in  1988  (434 
million  or  34,925  per  pharmacy) 
compared  with  at  the  start  of  the 
National  Health  Service  in  1949, 
(225  million  or  17,465  pet- 
pharmacy). 

Looking  at  the  distribution  of 
premises  by  prescription  size, 
about  50  per  cent  of  pharmacies 
are  below  the  average  of  around 
3,000  prescriptions  per  month. 
Some  17  per  cent  are  in  the 
average  band,  and  a  third  are  large 
contractors  (table  1).  The  past 
decade  has  seen  a  growth  in  the 
number  of  prescriptions  from  327 
million  in  1980  to  396  million  last 
year  with  a  substantial  increase  in 
total  costs  to  £2 ,424m  (967m)  and 
an  average  prescription  cost  of 
£6.39  (£2.96). 


Dr  Jones,  Bradford  University 

So  far  this  year  there  has  been 
a  3.7  per  cent  rise  in  prescription 
numbers.  An  "astounding 
increase"  against  the  background 
of  downward  pressures  on 
prescribing  costs,  said  Dr  Jones. 
This  corresponds  to  a  10  per  cent 
increase  in  costs  while  doctors  are 
preparing  for  the  indicative 


prescribing  scheme  to  be 
introduced  next  April.  This 
surprising  increase  in  volume  of 
prescriptions  could  indicate  that 
doctors  are  being  more  liberal 
than  usual  now,  so  that  they  could 
easily  comply  with  reductions 
later,  speculated  Dr  Jones. 

1989  "exceptional" 

Dr  Jones  said  pharmacists  should 
expect  a  small  reduction  in 
payments  this  year  because  1 989 
had  been  an  "exceptional  year' ' , 
due  to  lump  sum  payments  paid 
relating  to  money  owed  by  the 
Department  of  Health  from 
previous  years. 

Pharmacists  have  been 
fortunate  in  that  they  have  been 
able  to  persuade  the  Department 
to  pay  more  in  real  terms  for 
dispensing  prescriptions  than  in 
previous  years,  said  Dr  Jones,  as 
indicated  by  the  rise  in  average 


Table  1 

Chemist  contractor  premises  by  prescription 


Scripts  per  month 

1-1,400 
1,401-2,600 

No  of  premises 

1.730 
3,573 

%  of  total 

50 

2,601-3,400 

1,837 

17 

3,401-5,000 

2,039 

5,001-7,000 

1,045 

33 

7,0001  + 

370 

gross  profit  per  prescription  to 
142p  last  year,  from  62 p  in  1980. 
There  will  probably  be  a  drop  this 
year  to  136p,  he  predicted. 

The  average  gross  profit  per 
pharmacy  has  risen  from  £1,200  in 
1950  to  £51,600  in  1989  with 
"substantial  developments" 
taking  place  last  year.  Dr  Jones 
estimated  that  the  average 
pharmacy  has  an  XI  IS  turnov  er  of 
£230,000  per  annum  accounting 
for  70  per  cent  of  sales  and  a  total 
gross  profit  of  £73,000. 

A  comparison  of  goodwill 
values  over  the  past  ten  years  has 
show  n  a  rise  from  about  25p  in  the 
£  in  the  early  1980s  tojust  over  £1 
in  the  £1 '  in  1988.  Howe  vet- 
goodwill  values  appear  to  be 
coming  down  to  around  80p  in  the 
£,  said  Dr  Jones. 

Future  growth  is  likely  to 
come  from  proliferating  non-ci  ire 
services  such  as  residential  hi  >mes 
and  patient  medication  records. 

Dr  Jones  predicted  that  in  the 
future  competition  in  dispensing 
may  come  from  hospitals  and 
other  groups  apart  from  doctors. 
Changes  to  the  NHS  affecting 
pharmacy  could  come  from 
pressures  on  the  front  loading 
element  of  the  contract  which 
would  adversely  affect  smaller 
businesses.  If  the  government 
wanted  to  reduce  pharmacy 
numbers  the  best  thing  it  could  do 
would  be  to  remove  front  loading, 
warned  Dr Jones. 


HEAD  LICE  TREATMENTS 
ARE  AS  VARIED  AS  HAIRSTYLES... 


TAKE  PASSPORT  PHOTOS 
WITH  POLAROID  FOR 
CRISP,  CLEAN  RESULTS. 


Take  a  passport  photo  with  Polaroid's  Studio  Express  camera, 
and  you  make  an  instant  67%  profit. 

And  with  10  million  ID  pictures  taken  every  year,  the  profits 
soon  add  up. 

(We  reckon  a  chemist  can  make  hundreds  of  pounds  from 
Studio  Express  after  just  six  months.) 

The  camera  is  very  simple  and  quick  to  use.  But  the  quality  of 
photos  put  photobooths  to  shame. 

Your  customers  already  go  to  chemists  for  film  and  developing, 
so  passport  photos  will  fit  in  fine. 


We  even  help  bring  Studio  Express  customers  in  with  free  signage, 
free  marketing  manual  and  free  set  up  kit. 

And  once  you've  got  new  customers  in  your  shop,  the  chances 
are  they'll  buy  more  than  the  passport  photo. 

So  send  us  the  coupon  or  phone 
07072  78286  for  a  free  Studio  Express 
information  pack.  Then  sit  back  and  watch  your 
profits  develop. 

Polaroid  Studio  Express 


Polaroid 

Studio 
Express 

® 

m 

m 

To  find  out  how  Polaroid  Studio  Express  can  boost  your  business  return  this  coupon 

Name   Position  

Address  


to:  Customer  Service,  Polaroid  UK  Ltd.,  Ashley  Road,  St.  Albans,  Herts.,  AL1  5PR. 

 Company  

 Teh  


WHEN       IDENTITY       PICTURES  MATTER 

®  'Polaroid'  and  'Siudio  Express'  are  registered  trademarks  ol  the  Polaroid  Corporation.  Cambridge.  Mass ,  01  239,  USA 


IPMI  WEEKEND  CONFERENCE 


Novel  ways  of  raising  finance 

Capital  for  pharmacy  finance  can  successfuly  be  raised  through  the  Business  Expansion 
Scheme  and  venture  capital,  as  well  as  through  more  traditional  routes 


Pharmacy  represents  an  excellent 
investment  opportunity  under  the 
Business  Expansion  Scheme, 
because  of  its  effective  monopoly 
on  prescription  only  drugs. 

That  view  was  expressed  by 
Craig  Reader,  chief  executive, 
Corporate  Finance  Division  of 
Chancery  pic,  the  merchant 
bankers  who  sponsored  the  BES 
subscription  of  the  Broad  Oak 
Pharmacy  group  earlier  this  year. 

Sponsors  were  disappointed 
by  the  response  to  the  scheme. 
Initially  it  was  hoped  that  £5m 
would  be  raised,  but  when  offer 
closed  in  April,  only  £lm  had  been 
invested  by  around  400 
subscribers,  said  Mr  Reader. 
Three  pharmacies  have  been 
purchased  so  far.  "We  are 
thinking  about  raising  some  more 
money  for  the  companies,"  Mr 
Reader  told  C&D. 

BES  could  be  used  as  a  means 
of  expansion  by  retailers  and 
offers  attractive  rates  of  return  for 
investors.  There  are  some 
drawbacks,  for  instance  to  obtain 
the  full  benefit  of  no  capital  gains 
tax  payable  on  disposal,  shares 
must  be  held  for  five  years. 


Mr  Craig  Reader 

For  Paydens,  the  Kent-based 
retail  and  wholesale  group  that 
manges  the  Broad  Oak 
companies,  BES  provided  access 
to  funding  at  a  time  when  high 
interest  rates  made  borrowing 
extremely  unattractive,  he  said. 

Under  the  scheme  pharmacies 
were  bought  as  going  concerns 
and  the  virtual  monopoly  in 
prescription  business  ensures  that 
there  will  be  a  continuing  level  of 
business,  which  was  a  "great 
comfort"  to  the  underwriting 


bank,  he  added.  And  over  the  past 
ten  to  fifteen  years,  pharmacy  has 
proven  to  be  recession  proof  with 
the  increasing  number  of  elderly 
people  in  the  population  pointing 
to  an  expansion  of  the  market. 

With  costs  of  producing  a 
prospectus  up  to  £100,000  and  a  5 


percent  fee  for  the  underwriters, 
large  scale  BES  is  not  the  ideal 
solution  for  the  average 
pharmacist.  However  a  scheme 
could  be  organised  on  a  local  level 
enabling  capital  to  be  raised  at 
much  lower  interest  rates  than 
through  banks,  with  the  benefits 
of  up  to  40  per  cent  tex  relief  for 
investors. 

Mr  Reader  warned  that  BES 
legislation  is  extremely  complex 
and  accountants,  solicitors  and  the 
inland  revenue  would  need  to  be 
consulted. 


Venturing  into  finance 


Venture  capitalists  are  on  the  look 
out  for  good  management  teams 
to  exploit  growth  opportunities  in 
the  pharmacy  sector,  said  David 
Brister,  an  investment  controller 
with  3i  pic.  The  UK's  largest 
venture  capital  group,  3i,  has 
investments  in  over  4,000 
businesses  and  were  involved 
with  the  management  buyout  of 
the  Drummonds  chains. 

Venture  capital  involves  the 
investment  of  money  to  help  a 
business  grow  in  exchange  for  a 
share  of  the  equity. 

It  is  particularly  suited  to  a 
business  showing  fast  growth  of 
around  15  to  20  per  cent  per 
annum  that  is  making  acquisitions 


and  needs  to  mitigate  higher 
operational  risks  by  reducing  the 
level  of  gearing  and  interest  costs, 
explained  Mr  Brister.  Venture 
capital  could  be  used  to  encourage 
rapid  growth  if  a  major  acquisition 
opportunity  is  indentified. 

A  good  management  team  was 
the  most  important  element  for 
success,  he  added  and  companies 
looked  for  two  to  three  individuals 
capable  of  covering  all  the 
important  functions  in  the 
business.  Companies  look  for  the 
situations  that  have  relatively  high 
risks  and  high  reward.  The 
amount  invested  is  rarely  less  than 
£100,000  and  is  usually  at  least 
£250,000,  he  said. 


...BUT  DERBAC-M  IS  THE  ONLY  MALATHION 
LIQUID  THAT  IS  EFFECTIVE  AND  GENTLE 
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lethal  to  lice  but  also  very  gentle  on  the  human  lice  problems.  For  further  infor- 

skin.    Good     news    for    those    with  mation  please  write  to:  International 

eczema,  dermatitis  or  asthma.  Derbac-  Laboratories    Limited,    Floats  Road, 

M's  efficacy  has  been  proven  in  the  Wythenshawe,  Manchester  M23  9NF. 

Derbac-M 

m  Lethal  to  lice.  Kind  to  skin. 


YPG  CONFERENCE 


YPG  votes  for  increased 
accessibility  to  POMs 


MrKoziol,  public  relations  officer 

YPG  members  have  voted 
unanimously  for  pharmacists  alone 
to  be  able  to  supply  Prescription 
Only  Medicines  "in  some  shape 
or  form" ,  and  to  be  involved  with 
repeat  prescriptions. 

Unveiling  the  YPG  working 
party's  plan  to  enhance  the 
pharmacist's  role  in  health  care 
and  make  POMs  more  accessible 
t<>  thi'  public,  public  relations 
officer  Mark  Koziol  said 
pharmacists  know  a  lot  more 
about  prescribing  then  they  give 
themselves  credit  for.  IK' 
warned,  however,  that 
pharmacists  should  know  their 
limitations,  and  said  these 
proposals  would  obviously  involve 
strict  protocols. 

In  the  YPG  plan,  patient 
registration  at  a  pharmacy  would 
be  a  prerequisite,  and  a 
mandatory  education  system 
would  be  required  to  enable  a 


continuously  comprehensive 
service  to  be  provided.  "We  can 
he  the  architects  of  our  own 
course  of  action  and  contribute  to 
a  much  brighter  future, ' '  said  Mr 
Koziol,  discussing  the 
Department  of  Health's  decision 
to  redefine  pharmaceutical 
services.  He  was,  however,  quick 
to  add  that  it  was  important  not  to 
dive  headlong  into  role  expansion 
without  serious  thought  and 
direction. 

YPG  members  considered 
three  main  ways  in  which 
pharmacists  alone  could  supply 
more  potent  medicines,  with 
POM  to  P  deregulation  the 
simplest  and  most  effective.  The 
second  suggestion,  that 
pharmacists  should  be  able  to 
prescribe  on  the  NHS  from  a 
pharmaceutical  formulary ,  proved 
more  controversial.  This 
approach  leaves  the  pharmacist 
open  to  the  same  criticism  as 
dispensing  doctors,  since 
prescribing  and  supply  would  be  in 
the  control  of  the  same  person. 

Extension  of  the  emergency 
supply  regulations  was  also 
suggested. 
YPG  members  also  agreed  that 
pharmacists  should  be  able  to 
issue  repeat  prescriptions  for 
certain  drugs  for  patients 
registered  with  them,  over  a  time 
period  defined  by  the  GP.  Once 
the  GP  had  diagnosed  and 
established  a  treatment  regime, 
the  pharmacist  would  monitor  the 
patient  to  ensure  their  condition 


remained  unchanged  during 
repeat  supply. 

Benefits  to  the  patient  of 
increased  accessibility  to  health 
care  via  the  pharmacist  include 
quicker  treatment,  and  the  ability 


The  Young  Pharmacists 
Group  held  its  fifth  general 

meeting  last  weekend  at 
the  Moat  House,  Sheffield. 
A  high  attendance  reflected 
the  25  per  cent  increase  in 
members  during  the  year, 
and  combined  with  a  busy 
programme  gave  proof  to 
the  Group's  assertion  that 
it  should  betaken  seriously 
by  the  profession. 


YPG 's  idea  of  a  model  pharmacist? 


of  the  GP  to  spend  more  time  with 
more  deserving  cases. 

Presenting  a  survey  of  the 
opinions  of  100  Northumberland 
GPs,  Andrew  Burr  said  25  per 
cent  thought  pharmacists  were 
too  commercial,  but  the  majority 
believed  the\  could  provide  good 
advice  on  medicines  and 
healthcare.  However,  responses 
about  pharmacists  prescribing 


POMs  on  the  NHS  were 
unfavourable,  and  nearly  90  per 
cent  of  the  GPs  would  want  to  be 
informed  of  what  had  been 
prescribed,  should  this  ever  come 
into  effect. 

The  survey,  conducted  by 
John  Spencer  and  Clive  Edwards 
of  Newcastle  University,  is  part  of 
a  larger  study;  other  results  are 
yet  to  be  analysed. 


YPG  plan  for  the  future 


"Hurdles  are  for  jumping"  is 
chairman  Ian  Millar's  answer  to 
the  criticism  that  YPG  members 
are  too  idealistic. 

During  the  past  year, 
developments  in  the  YPG  have 
included  liaison  of  working  parties 
with  other  committees,  and  an 
increase  in  regional  meetings. 
Next  year,  the  YPG  aims  to 
increase  membership  to  at  least 
500,  with  an  emphasis  on 
recruiting  members  in  poorly 
attended  areas  by  identifying  local 
pockets  of  members,  called 
'  'cells" ,  and  using  cell  leaders  to 
help  regular  local  gatherings. 

Many  of  the  YPG  committee 
were  re-elected  for  next  year. 
Mary  Treacy  will  become  1991 
chairman,  and  Jonathon  Buisson 
will  be  vice-chairman. 


Some  85  per  cent  of  YPG 
members  are  satisfied  with  their 
choice  of  career,  a  study  into  the 
morale  and  attitudes  of  YPG 
members  to  professional  affairs 
revealed. 

However,  of  the  157 
respondents  (almost  half  of  whom 
worked  in  community  pharmacy) 
66  per  cent  thought  the 
pharmacist's  professional  status 
was  lower  than  they  had 
expected,  and  only  53  per  cent 
were  optimistic  about  the  future. 

The  survey  found  that  the 
three  most  serious  problems 
facing  pharmacy,  selected  from  a 
list  of  ten,  were,  in  order  of 
importance,  doctor  dispensing, 
professional  apathy,  and  poor 
professional  image.  Mandatory 
continuing  education  was  selected 


as  the  best  solution.  The  level  of 
involvement  of  respondents  in 
pharmaceutical  affairs  was  high, 
with  38  per  cent  having  served  on 
a  pharmaceutical  committee. 

The  full  report,  conducted  by 
Alan  Nathan,  teacher/practitioner 
at  Chelsea  Department  of 
Pharmacy,  will  be  finalised  by  next 
Spring  and  will  include  comments 
from  pharmacists  outside  the 
YPG. 

The  YPG  voted  for 
compulsory  competence  testing 
for  all  pharmacists,  beginning  after 
about  five  years  on  the  register. 

They  were  also  in  favour  of 
continuing  education.  Although  a 
record  for  this  purpose  was 
considered  useful,  it  was  generally 
agreed  that  the  idea  of  this  being 
checked  was  "infantile" . 
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Advertising  of 
professional  services 


YPG  news  editor,  John  Gentle 


Relaxation  of  the  advertising 
rules,  which  took  place  earlier  this 
year,  has  exposed  a  raw  nerve. 
' '  A  lot  of  pharmacists  worry  about 
the  link  between  professional  and 
commercial  aspects  of 
pharmacy,"  Mark  Koziol  told  the 
Conference. 

Although  the  YPG  has  no 
official  policy  on  advertising  at 
present,  John  Gentle,  YPG  news 
editor,  believes  restrictions  on  the 
advertising  of  professional 
services  is  too  strict .  "  One  of  the 
reasons  I  chose  community 
pharmacy  is  because  I  like  the 
challenge  of  the  commercial 
world.  Pharmacists  have  proved 
that  they  can  run  a  commercially 
successful  business  along  with 
healthcare."  He  added  that  he 
would  like  to  see  advertising 
standards  within  the  profession 
changed  so  that  "by  saying 
something  good  about  your 
pharmacy,  it  is  not  taken  to  mean 
that  you  are  saying  something  bad 
against  another." 

Alison  Blenkinsopp,  lecturer 
and  member  of  the  Society's 
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Council  pointed  out  that  a  line 
must  be  drawn  somewhere, 
"unless  we  want  to  see 
pharmacies  advertised  on  three 
foot  high  boards  at  football 


grounds  " .  Her  concern  was  that 
in  changing  advertising  standards 
the  pharmacist  may  well  be 
classified  as  a  shopkeeper  first  and 
a  professional  second. 


The  question  time  panel  was  chaired  by  lecturer  and  Council  member 
Alison  Blenkinsopp  (centre)  with  (from  left)  NPA 's  Colette  McCreedv, 
Dr  Russel  Walshall  of  the  BMA  and  RDC,  William  Cochrane, 
Organon  Laboratories  and  Anne  Anstice,  editor  Community  Pharmacy 


Question  Time 


Commenting  on  patient 
registration  in  community 
pharmacy  during  the  YPG's 
Pharmacy  question  time,  Mrs 
McCreedy  was  convinced  of  the 
benefits,  but  believed  some 
compromise  would  need  to  be 
reached  to  prevent  patients  being 
restricted  to  one  pharmacy.  "One 
of  the  good  selling  points  of 
pharmacy  is  having  the  choice  to 
go  anywhere,"  she  said.  Dr 
Walshall  considered  this  freedom 
could  be  to  the  detriment  to  the 
patient,  while  Mrs  Anstice 
suggested  "smart  cards"  would 
provide  a  flexible  solution. 

The  panel  was  surprised  by  Dr 
Walshall 's  beliefs  that  the  majority 
of  doctors  in  small  towns  and  cities 
would  not  have  the  knowledge  or 
the  time  to  provide  a  dispensing 
service. 

Mrs  McCreedy  was  sceptical: 
she  was  against  doctor 
dispensing,  saying:  "We 
pharmacists  have  spent  all  our 
training  learning  about  the  use  of 
medicines.  There  should  always 
be  two  independent  views  in  the 


health  process,  rather  than  one." 

Mrs  Anstice  agreed.  "We  also 
dont  want  to  do  the  patients  out  of 
all  the  other  facilities  offered  by 
the  pharmacy.  No  one  will  benefit, 
apart  from  possibly  the  doctor's 
pocket,"  she  added.  This  was 
disputed  by  Dr  Walshall,  who  said 
that  if  all  doctors  began 
dispensing,  no  extra  money  would 
be  involved  since  the  review  body 
would  just  decrease  the  doctor's 
fees  next  year. 

It  was  agreed  that  dispensing 
doctors  should  be  subject  to  the 
same  inspection  measures  as 
pharmacists.  Mrs  McCreedy 
argued  that  it  was  even  more  vital, 
since  the  doctor  would  be  the  only 
person  in  the  chain. 

Mr  Cochrane's  view  that 
formularies  should  be  practice- 
based  was  echoed  by  the  rest  of 
the  panel.  It  was  agreed  that  this 
would  provide  an  excellent 
opportunity  for  liaison  between 
doctors  and  pharmacists.  Mrs 
McCreedy's  would  like  to  see 
doctors  contacting  local 
pharmacists  "over  a  pint". 


At  the  Exhibition 


"Hands  across  Healthcare",  an 
exhibition  held  in  conjunction  with 
this  year's  general  meeting,  was 
aimed  at  generating  a  melting  pot 
of  ideas  from  doctors,  nurses  and 
pharmacists.  The  objective  was  to 
achieve  better  healthcare  through 
improved  communication. 

The  exhibition  was  a  mix  of 
commercial  stands  and  research 
posters.  Winners  of  the  YPG 
undergraduate  prize  for  practice 
based  research  were  Miss  Rawat 
(Liverpool  polytechnic)  for  "A 


survey  of  advice  sought  from 
community  pharmacies  by  people 
of  ethnic  minorities"  and  Miss 
Maclean  (Strathclyde  University) 
for  "Is  there  a  need  for  more 
community  services 
pharmacists?"  Each  won  £75. 

Although  the  exhibition  had 
been  promoted  via  local  FHSAs, 
attendance  outside  the  YPG  was 
poor.  However,  organiser  Karol 
Pazik  aims  to  give  the  exhibition  a 
higher  profile  next  year,  and  is 
optimistic  that  it  will  grow. 
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THE  NEW  JORDAN  V-TUFT 


AHEAD  BY 

DESIGN 


This  is  the  brush  designed  to  retain  Jordan's  position  as 
the  Number  One  toothbrush  manufacturer  in  Europe  and  to 
take  us  into  the  1 990's  and  beyond. 


From  October  1st,  Jordan  will  be 
distributed  exclusively 

throughout  the  United  Kingdom  by 
Food  Brokers  Limited. 


«Europe's  No  1  Toothbrush 
From  Europe's  No  1  Food  Broker 


The  shape  is 
unique.  It  is  comfortable  in 
the  mouth  and  has  no  sharp 
edges.  The  tapered  head  allows  easy 
access  to  back  molars.  The  V-tuft  bristles  provide 
greater  proven  ability  to  clean  in-between  the  teeth. 
The  head  is  smaller  than  the  previous  model,  but  the 
overall  length  is  the  same.  The  neck  is  longer,  ihus  allowing 
extra  manoeuvrability. 

Jordan  has  spent  many  years  researching  and 
developing  this  new  brush.  We're  confident  that  our  new  brush 
will  prove  to  be  a  worthy  successor  to  the  previous  model. 

Well  be  careful  not  to  let  the  success  go  to  our  head. 
Or  maybe  we  should. 

Jordan*]/ 

Europe's  No.  1  toothbrush  -  now  even  better 

Food 
Brokers 
Limited 


Food  Broker  House,  Northarhour  Road,  North  Harbour  Portsmouth  P06  3TD 
Tel:  (0705)219900 


The  use  of  vaccines  to  protect  against  infectious  diseases  dates  back  to  1798  when 
Edward  Jenner  gave  a  boy  immunity  from  smallpox  by  administering  lymph  from  a 
milkmaid  infected  with  cowpox.  Since  then  great  advances  have  been  made  in 
immunology  and  diseases  such  as  measles,  poliomyelitis  and  tuberculosis  are  largely 
preventable.  Despite  the  late  20th  century  being  heralded  as  the  age  of  technology,  the 
prospect  of  a  vaccine  that  can  prevent  infection  with  the  human  immunodeficiency  virus 
(HIV)  is  still  a  long  way  off,  as  Eileen  Wilson,  MRPharmS  discovers 

Towards  a  vaccine  against  AIDS 


It  is  almost  a  decade  since 
acquired  immune  deficiency 
syndrome  (AIDS)  was  first 
described  as  a  collection  of 
unusual  diseases  in  young 
homosexual  men  in  Los  Angeles. 
Why  has  vaccine  development 
taken  so  long? 

It  was  not  until  1984  that  the 
virus  that  causes  AIDS  was  first 
identified.  One  of  the  earliest 
problems  surrounding  the 
characterisation  of  its  structure, 
was  the  extent  to  which  it  can 
mutate.  Analysis  of  strains  from 
around  the  world  have  shown  that 
parts  of  the  virus  may  change  at 
five  times  the  rate  of  the  influenza 
virus.  These  rapid  variations,  at 
around  1  per  cent  a  year, 
complicate  the  vaccine 
development  process. 

Another  complication  is  the 
nature  of  HIV.  It  is  a  member  of 
the  Lentivirinae  group  of 
retroviruses.  Its  RNA  genome  is 
copied  to  form  complementary 
DNA  unlike  most  viruses  whose 
DNA  forms  RNA  for  replicatu  in.  A 
host  cell  may  incorporate  some  of 
the  copied  DNA  into  its  own 
genetic  material  and  later  go  on  t<  > 
become  infective. 

Thus  any  vaccine  would  have 
to  prevent  the  initial  infection. 
This  property  tends  to  rule  out  the 
use  of  an  attenuated  virus  such  as 
measles  vaccine,  because  of  the 
possibility  of  superinfection 
leading  to  a  more  virulent  strain  of 
HIV  being  produced. 


The  envelope  protein  of  HIV, 
gp'160,  is  made  up  of  two 
glycoproteins  gpl20  and  gp41  and 
surface  antigens  —  HLA  derived 
from  the  membrane  of  the  host 
cell.  Below  the  envelope  lies  the 


core  shell  made  ot  a  pl8  protein)! 
and  believed  to  have  a  facetedji 
appearance.  The  core  of  HIV  is 
thought  to  be  a  highly  organised I 
hollow,  conical  structure,  where I 
the  RNA  is  linked  to  the  enzyme  i 
reverse  transcriptase  which  is) 
involved  in  RNA  replication  fromM 
the  host  DNA. 

Interaction  with  cells 

HIV  infects  cells  through  an] 
interaction  with  the  CD4l 
glycoprotein.  The  interaction! 
takes  place  between  CD4  and  the! 
gpl20  region  of  the  virus 'ji 
envelope  protein.  The  CD4! 
receptor  is  found  on  helper  Tl 
lymphocytes  and  otherjj 
monocytes. 

However  cytotoxic  T 
lymphocytes  (CTL)  with  a  CD8| 
glycoprotein  instead  of  CD4,  aref 
not  infected  by  HIV.  It  is  thought1 
that  these  cells  may  have  a  role  in 
preventing  the  development  oil 
symptoms  in  individuals  infected) 
with  HIV. 

The  profound  effects  caused? 
by  infection  with  the  virus  are] 
seen  because  it  infects  the  heart  olf 
the  immune  system  leaving  the 
body  less  able  to  fend  off  attack  by| 
normally  innocuous  organisms.  1 

Immune  response 

CTL  have  been  shown  to  lysel 
infected  cells  in  vitro  and  their 
production  is  stimulated  as  part  o| 
the  body's  normal  immuna 
response  to  viral  infection! 
Receptors  on  CTL  have  beeij 
shown  to  recognise  peptide! 
fragments  on  the  surface  of  viraa 
proteins  circulating  on  the  surface 
of  HLA1  molecules.  HLA  is  ; 
protein  involved  in  the  rejection  o| 
grafts  in  organ  transplantation. 
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It  has  now  been  shown  that  the 
CDS  molecule  binds  to  HLA  and 
acts  as  a  co-receptor  for  HLA 
molecules  on  target  cells.  CTL 
lysis  of  infected  cells  may  limit  the 
spread  of  the  virus  and 
researchers  are  now  investigating 
its  role  in  HIV  infection  and  are 
attempting  to  identify  the  peptide 
fragments  that  associate  with 
HLA  molecules  to  stimulate  the 
immune  response. 

These  peptide  sequences  or 
epitopes  can  then  be  engineered 
into  other  viruses  or  proteins  that 
can  be  used  as  components  for 
vaccines  to  stimulate  CTL 
production. 

High  CTL  levels  have  been 
measured  in  HIV  patients  who  are 
asymptomatic  and  this  indicates 
that  they  may  have  a  role  in 
controlling  the  infection.  As 
immunodeficiency  develops  the 
CTL  levels  have  been  shown  to 
decline. 

However,  CTL  is  also 
responsible  for  lysis  of  T-helper 
cells  that  have  been  activated  by 
coming  into  contact  with  gpl20  of 
the  virus.  It  is  loss  of  these  T- 
helper  cells  that  reduces  the 
ability  of  the  immune  system  to 
tight  certain  infections. 

Strategies  for  a  vaccine 

To  prevent  infection  and  not  just 
the  disease,  a  vaccine  against 
AIDS  would  have  to  generate  high 
levels  of  neutralising  antibodies. 
The  ability  to  boost  CTL 
production  would  further  increase 
immunity. 

Most  work  centres  on  the 
development  of  a  vaccine  based  on 
sub-units  of  the  envelope  antigen 
gpl60.  This  compares  with  the 
successful  hepatitis  B  vaccine 
based  on  the  surface  antigen  sub- 
unit.  However,  the  amino  acid 
sequence  in  gpl60  can  vary  by 
significant  amounts  even  within  an 
individual,  producing  antigenic 
drift  which  complicates  vaccine 
design.  This  problem  is  also  seen 
with  the  influenza  virus. 

One  key  area  on  HIV  is  a 
disulphide-bridged  loop  that  has  a 
variable  sequence  of  amino  acids. 
A  high  level  of  antibodies  to  the 
loop  area  has  been  shown  to 
correlate  with  protection  from 
infection.  Since  the  extent  of 
variation  does  appear  to  be 
limited,  the  problem  may  be 
overcome  by  including  a  mixture 
of  amino  acid  sequences  m  a 
vaccine. 

Antibodies  to  other  parts  of 
the  virus  have  been  shown  to 
neutralise  infection  in  vitro  but 
their  vivo  effect  has  yet  to  be 
demonstrated.  One  disturbing 
observation  is  that  antibodies  to 
some  parts  of  gpl60  and  gpl20 
have  been  found  to  increase  the 
uptake  of  HIV  by  macrophages 
and  monocytes. 

It  had  previously  been  thought 
that  CTL  production  could  only  be 
stimulated  by  live  organisms,  but 


Some  vaccines  in  development 

Company 

Vaccine  type 

MicroGeneSys 

Sub-unit  of  envelope  protein  gpl60  and  adjuvant 

Bristol-Myers/Oncogen 

Genetically  engineered  Vaccinia  virus  combined  with  gpl60 

Ciba-Geigy/Chiron 

gpl2()  genetically  engineered  in  yeast  cells  and  adjuvant 

Viral  Technologies 

hgp-30  and  adjuvant 

British  Biotechnology 

p24  and  Virus  Like  Particle 

it  has  now  been  shown  that  sub- 
unit  vaccines  are  effective  and 
identification  of  components  of  the 
virus  that  stimulate  CTL 
protection,  will  enable  their 
inclusion  into  a  vaccine. 

Research  is  also  being  directed 
at  the  use  of  adjuvants  or  immune 
stimulants  to  increase  the  level  of 
response  to  the  vaccine.  An 
immunostimulatory  complex 
(ISCOM)  has  been  designed 
which  can  be  used  as  a  carrier  for 
the  envelope  protein  and  boost 
production  of  neutralising 
antibodies. 

In  development 

A  number  of  companies 
worldwide  are  working  on 
different  stages  of  vaccine 
development.  In  the  UK,  British 
Biotechnology  Ltd  started  phase 
I  clinical  trials  of  a  sub-unit  vaccine 
in  September. 

The  Oxford-based  company's 
agent  incorporates  the  p24  core 
protein  onto  a  genetically 
engineered  Virus  Like  Particle 
(VLP),  a  derivative  of  yeast  cells. 
The  patented  particle  resembles  a 
virus  in  size  and  shape,  but  is  non- 
infectious. It  works  as  an  adjuvant 
carrying  the  p24  proteins  on  its 
surface  and  immunisation  with 
p24-VLP  cannot  on  its  own  give 
rise  to  infection,  say  BBL. 

Hammersmith  Hospital  in 
London  is  conducting  trials  on 
human  volunteers  in  conjunction 
with  BBL  and  the  Medical 
Research  Council's  AIDS 
directed  programme.  Although 
p24  stimulates  CTL  production, 
there  is  no  evidence  to  suggest 
that  it  has  a  role  in  infection  of  cells 
by  HIV  or  that  antibodies  to  it  will 
prevent  infection.  If  trials  are 
successful,  p24-VLP  will  be  a 
likely  candidate  for  incorporation 
into  a  potential  vaccine  alongside 
an  envelope  antigen. 

Repligen  and  Merck  in  the 
USA  currently  lead  the  field  in  the 
development  of  a  broadly  based 
vaccine.  Based  on  a  major  part  of 
the  loop  sequence  of  gpl20, 
designated  the  principle 
neutralisation  determinant 
(PND),  it  includes  a  cocktail  that 
covers  a  high  proportion  of  amino 
acid  variations. 

A  recent  study  has  confirmed 
the  in  vitro  effect  of  PND  in 
chimpanzees  infected  with  HIV  - 


The  AIDS  Virus 


GP 160 

GP 120 
GP41 


GP  160 


LOOP 


GP  120 


GP41 


antibodies  raised  neutralised  free 
and  CD4-bound  virus. 

Further  work  on  whether  the 
antibodies  to  PND  on  their  own 
can  produce  protection  when 
challenged  intravenously  with 
virus,  is  ongoing.  Human  trials  on 
the  Repligen/Merck  vaccine  could 
begin  next  year. 

Protection  in  chimpanzees  has 
also  been  demonstrated  with  a 
gpl20  sub-unit  vaccine  produced 
by  Genentech  and  Chiron/Ciba- 
Geigy.  The  vaccines  differ  in  the 
type  of  variant  used  to  produce 
the  gpl2()  which  could  affect 
efficacy  and  cross  reactivity.  Both 
contain  loop  antigens  and  CTL 
stimulating  parts  of  the  virus. 
Trials  are  expected  to  begin  next 


year. 

MicroGeneSys  are  conducting 
clinical  trials  on  a  gpl60-based 
vaccine  which  contains  loop  and 
CTL  stimulating  parts  of  the  virus. 
Low  levels  of  neutralising 
antibodies  are  generated  and 
while  some  CTL  are  produced, 
the  vaccine  contains  parts  of  the 
virus  that  have  been  shown  to 
generate  antibodies  that  increase 
infection. 

Trials  are  also  being  conducted 
i  hi  tlie  MicroGeneSys  gpl60  sub- 
unit  combined  with  gpl60  grown 
in  the  smallpox  virus  Vaccinia,  an 
immunostimulant.  This  vaccine 
contains  loop  am!  CTL  stimulating 
parts  of  the  virus.  Viral 
Technologies'  vaccine  is  based  on 
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hgp-30,  a  segment  of  pi 7 ,  a 
protein  found  below  the  surface  of 
HIV.  It  produces  CTL  in  humans 
but  no  loop  antibodies  and  is 
unlikely  to  be  effective  on  its  own. 

Considerable  interest  has 
been  shown  in  work  carried  out  at 
Reading  University  on  an 
engineered  poliovirus  strain  that 
oroduces  neutralising  antibodies 
to  HIV-1.  Using  the  oral  version  of 
polio  Sabin  type  1  vaccine,  an 
antigen  chimaera  was  modified  to 
include  antigens  from  gp41  of  the 
envelope  protein. 

The  team  from  the 
Department  of  Microbiology, 
Reading  University,  and  Chester 
Beatty  Laboratories,  say  that  this 
system  offers  considerable 
advantages  over  peptide-based 
systems  as  it  can  also  induce  a 
secretory  humoral  response  in 
mucous  fluids,  and  this  may 
reduce  the  transmission  of  HIV  in 
body  fluids. 

Blocking  the  interaction 
between  the  virus  and  CD4  is 
another  potential  defence  mode. 
Genetically  engineered  soluble 
CD4  molecules  may  be  used  to 
occupy  most  of  the  receptor- 
binding  sites  on  the  virus  and 
prevent  infection  of  susceptible 
cells.  Trials  of  a  CD4-like  protein 
are  being  carried  out  by 
Genentech  in  a  number  of  centres 
in  the  USA. 

Testing  problems 

Despite  the  variety  of  possible 
candidates  for  vaccines  against 
AIDS,  there  is  still  a  long  way  to 
go  before  a  successful  product  can 
be  marketed.  Phase  I  clinical  trials 
are  normally  carried  out  to 
establish  the  safety  and  efficacy  of 
an  agent.  With  an  AIDS  vaccine 
however,  many  legal  and  ethical 
issues  arise.  For  instance,  the 
endpoint  of  immunisation  will  need 
to  be  determined.  In  some  clinical 
trials  of  vaccines  it  is  sufficient  to 
show  just  a  serological  endpoint  — 
that  the  product  elicits  a  particular 
antibody  and  CTL  response. 
However  since  the  history  of 
AIDS  is  not  well  known,  the 
authorities  may  want  to  see 
evidence  of  a  clinical  infection 
cohort,  where  it  is  shown  that  a 
vaccinated  group  develops 
significantly  less  infection  than  an 
un vaccinated  group. 


A  demonstration  that 
vaccinated  individuals  get 
significantly  fewer  of  the  diseases 
associated  with  AIDS,  may  also  be 
required  although  a  much  longer 
trial  period  will  be  required 
because  of  the  eight  to  ten  year 
incubation  period  of  HIV. 
Knowledge  about  HIV  and  the 
body's  response  to  it  is  increasing 
day  by  day.  However,  a  vaccine  to 
protect  against  the  virus  is  still 
many  years  away. 


WHO  revises 
world  HIV 
estimates 

The  incidence  of  HIV  infection  is 
accelerating  dramatically  in  some 
parts  of  the  world,  according  to  a 
global  analysis  by  the  World 
Health  Organisation.  As  a  result, 
WHO  has  updated  its  estimates  of 
those  carrying  the  infection  from 
6  to  8  million  people  to  8  to  10 
million. 

The  epidemic  is  worsening  in 
sub-Saharan  Africa  and  Asia, 
although  the  rate  of  infection  is 
slowing  in  industrialised  countries. 
Dr  Michael  Merson,  director  of 
the  WHO  global  programme  on 
AIDS,  warns  that  if  HIV  increases 
markedly  in  Asia  and  Latin 
America  over  the  next  couple  of 
years,  then  the  WHO  projections, 
which  are  considered 
conservative,  will  have  to  be 
revised  upwards. 

One  in  40  adults  in  sub- 
Saharan  Africa  —  some  5  million 
people  —  are  now  estimated  to 
carry  the  virus,  compared  to  2.5 
million  in  1987.  From  virtually  nil 
two  years  ago  there  are  now 
estimated  to  be  500,000  cases  of 
infection  in  south  east  Asia  and 
India. 

The  growing  incidence  of 
heterosexual  transmission  will 
mean  an  increase  in  AIDS  related 
deaths  among  women  and  children 
in  the  1990s,  says  WHO.  It 
projects  over  3.5  million  deaths  in 
these  groups  during  the  decade, 
with  a  further  10  million  children 
orphaned  because  HIV-infected 
parents  will  have  died  from  AIDS. 


TfFBT 

IF  YOU'RE  WORRIED  ABOUT  AIDS  .  .  . 

PHONE  THE  NATIONAL  AIDS  HELPLINE 

ON  0  8  0  0  5  6  7  12  3. 


WHOLESALE  ENQUIRIES  WELCOME 
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HOPE  offers  a  better  life  for 
cancer  patients  at  home 

For  four  years  the  Home  Oncology  Programme  in  Exeter  (HOPE)  has  given  patients  an 
alternative  to  debilitating  hospital  treatment.  Eileen  Wilson,  MRPharmS  looks  at  the 
practical  aspects  of  switching  chemotherapy  from  hospital  to  home 


Earlier  this  year  a  Royal 
Pharmaceutical  Society  Working 
Party  recommended  participation 
by  community  pharmacists  in  the 
provision  of  home  chemotherapy 
in  keeping  with  the  Nuffield 
philosophy  of  an  extended  role.  As 
far  as  the  administration  of 
cytotoxics  is  concerned, 
continuous  infusion  therapy  offers 
the  clearest  role  for  community 
pharmacy  involvement. 

Pharmacists  and  clinicians  at 
the  Royal  Devon  and  Exeter 
Hospital  run  a  successful 
programme  enabling  patients  to 
have  their  cytotoxic  therapy  at 
home,  rather  than  as  in-patients. 
Some  400  patients  have  been 
treated  in  the  past  four  years  and 
the  programme  looks  set  to 
spread  to  other  districts. 


Low  dose,  less  side-effects 

Most  cytotoxic  agents  have  a 
narrow  therapeutic  index  and  kill 
fast  growing  cells,  for  instance,  in 
the  gastrointestinal  mucosa  or 
skin,  as  well  as  in  the  tumour, 
producing  debilitating  side-effects 
such  as  nausea.  Studies  have 
shown  that  replacing  high-dose 
bolus  injections  or  fast  infusions 
with  continuous  infusions 
delivering  a  low  dose  over  a 
number  of  days,  greatly  reduces 
the  incidence  of  side-effects. 

Normal  and  cancer  cells  go 
through  a  regular  cycle  of  gr<  iwth . 
There  is  a  resting  phase  where 
RNA  and  proteins  are  made, 
followed  by  a  phase  of  DNA 
synthesis,  another  phase  of  RNA 
and  protein  synthesis  and  mitosis, 
and  another  resting  phase. 


Cytotoxic  agents  work  at 
various  stages  of  the  cell  cycle ,  for 
instance  doxorubicin  blocks  RNA 
production,  and  most  have  a  short 
half  life  of  some  30  to  240  minutes . 
Thus  bolus  injections  only  catch  a 
proportion  of  cells  in  their 
sensitive  phase  whereas 
continuous  infusion  exposes  a 
greater  proportion  of  tumour  cells 
during  the  sensitive  phase  of  the 
growth  cycle  and  is  particularly 
effective  against  solid  tumours. 

Better  quality  of  life 

Medical  care  is  increasingly  paying 
attention  to  how  the  quality  of  life 
is  affected  by  treatment,  a  factor 
largely  ignored  in  the  past.  HOPE 
has  produced  a  25-minute  video 
filmed  largely  in  patients'  homes, 
showing  full  participation  in  family 


life  while  undergoing  therapy. 
This  concept  of  allowing  patients 
to  "manage  their  own  disease", 
as  diabetics  do  with  insulin,  has 
positive  benefits  in  helping  them 
to  cope  with  cancer. 

Robert  Towns,  one  of  the 
hospital  pharmacists  in  the  HOPE 
team  says  patients'  confidence 
increases  and  they  tend  to  be 
positive  about  the  treatment. 
Home  therapy  tends  to  be  used 
after  other  options  such  as  bolus 
injections  and  radiotherapy  have 
been  exhausted,  he  explains. 
"Many  of  the  tumours  are  not 
curable  but  it  does  not  mean  that 
you  can't  live  a  good  life  with  the 
disease. ' ' 


The  consultant  oncologist  offers 
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patients  with  advanced  solid 
tumours,  for  example  of  the 
breast,  stomach  or  oesophagus, 
or  those  with  metastatic  disease, 
the  choice  of  hospital-based  or 
home  treatment.  If  the  latter  is 
accepted  patients  are  referred  to 
the  oncology  pharmacist  for 
counselling  and  later  admitted  as 
inpatients  for  training  on  the  use  of 
equipment  and  storage  and 
disposal  of  solutions. 

A  subclavian  catheter  is 
inserted  under  local  anaesthetic 
and  is  tunelled  under  the  skin  to 
reduce  infection.  The  use  of  a 
central  line  avoids  the  problems  of 
necrosis  seen  with  extravastion  of 
cytotoxic  agents  when  they  are 
given  peripherally. 

The  main  problem  that  may 
arise  is  the  presence  of  air  bubbles 
in  the  catheter.  There  may  also  be 
bleeding  from  the  line,  if  the 
patient  forgets  to  close  the 
catheter  tap  during  changeover  of 
reservoirs.  Patients  are  shown 
how  to  deal  with  these  problems 
and  back  up  is  always  available 
from  pharmacy,  medical  or 
nursing  staff. 

Infusion  equipment 

There  are  two  types  of 
ambulatory  infusion  device  used 
by  HOPE  —  the  Graseby  MS-26 
syringe  driver,  worn  as  a  holster 
under  clothing  or  the  more 
expensive  computer  controlled 
Parker  Micropump  worn  on  a 
waistband  holster. 

The  Graseby  weighs  less  than 
200g,  is  simple  to  operate  and 
delivers  medication  at  a  fixed  rate. 
It  uses  a  20ml  syringe  as 
reservoir.  Syringes  are  changed 
daily  by  the  patient  who  receives 
enough  pre  filled  syringes  for  a  five 
or  14-day  course,  latex  gloves  and 
a  disposal  bin. 

The  Parker  pump  weighs  73g 
and  uses  a  PVC  bag  of  up  to  200ml 
as  reservoir.  It  has  a  microchip 
that  can  be  pre-programmed  to 
allow  delivery  of  boluses,  a 
variable  infusion  rate  to  coincide 
with  biorhythms  or  a  fixed  rate. 

Infusion  stability 

All  injections  are  made  up  in  the 
pharmacy  department  at  the 
Royal  Devon  and  Exeter  hospital. 
Most  are  reconstituted  from 
freeze-dried  powders  and 
manufacturers'  stability  data  does 
not  extend  to  the  conditions  under 
which  they  are  used  in  practice. 
For  instance,  infusions  may  be 
stored  for  up  to  14  days  in  a 
patient's  refrigerator,  and  in  use 
temperatures  may  reach 
35-37°C. 

Pharmacists  at  the  Royal 
Devon  and  Exeter  hospital  have 
carried  out  research  into  a  range 
of  cytotoxic  agents  such  as 
5-fluoro-uracil  and  doxorubicin 
(see  table)  which  have  been 
shown  to  be  stable  under  the 
above  conditions. 


Table.  Examples  of  continuous  infusion  regimes  used 

in  the  HOPE  programme 

Drug 

Dose  rate                     Duration  of  course 

5-fluorouracil 

500mg/day                  Continues  until  side 
effects 

Doxorubicin 

5mg/day                    30  days 

Mito-zantrone 

2mg/day                     14  days 

Maintaining  the  line 

After  a  course  of  injections  the 
patient  has  a  five  to  14-day  break 
and  heparinised  saline  is  infused  to 
maintain  the  patency  of  the 
subclavian  catheter.  The  dressing 
covering  the  site  of  entry  is 
changed  during  fortnightly  visits 
to  the  outpatient  department  and 
the  rate  of  infection  has  been  low, 
at  just  1  per  cent. 

In  some  cases  it  may  be 
necessary  for  patients  to  be 
transferred  to  intravenous 
analgesics  such  as  diamorphine 
which  can  be  administered 
through  the  pump  for  pain  control. 

Future  developments 

Home  chemotherapy  is  extremely 
cost  effective,  says  Robert 
Towns.  He  puts  the  cost  of  the 
drugs  plus  clinic  visits  at  about 
£100  per  week  compared  with 
£1,000  per  week  for  hospital 
treatment.  And  patients  can 
continue  to  work  with  a  home- 
based  regime,  he  adds. 

One  disadvantage  of  home- 
based  treatment  is  that  patients 
have  to  come  into  hospital  every 
fortnight  to  have  their  blood 
chemistry  checked  and  the  drugs 
redispensed. 


In  the  future,  the  supply  of 
pumps  and  other  equipment  may 
be  devolved  to  community 
pharmacists,  predicts  Mr  Towns, 
although  drugs  may  still  need  to  be 
supplied  by  the  hospital  pharmacy. 
However,  small  isolators  that  can 
be  used  for  cytotoxic 
reconstitution  in  a  pharmacy,  cost 
around  £7,500.  Another  option 


that  has  been  studied  at  the 
hospital  is  the  use  of  infusion 
solutions  that  have  been  deep 
frozen  to  -20°C.  They  can  be 
stored  for  up  to  six  months  and 
thawed  by  a  pharmacist  with 
microwave  equipment. 


Conclusion 

Portable  infusion  pumps  were 
initially  designed  for  the  self- 
administration  of  insulin.  They 
have  been  adapted  for  the  delivery 
at  home  of  cytotoxic  drugs, 
bringing  a  marked  improvement  in 
quality  of  life  accompanied  by  a 
reduction  in  side  effects.  As  more 
and  more  patients  are  treated  by 
this  method  at  centres  around  the 
country,  a  further  extension  of  the 
community  pharmacist's  role  may 
be  seen. 


Companies  are  recognising  the  importance  of  home  chemotherapy  by  producing  suitably  convenient  pack  sizes 
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We're^top  of  the  milks* 


A  condition 
of  the  licence 

Your  correspondent  David 
Thomas  in  his  letter  "Mucaine 
doubts"  (C&D  October  20) 
raised  the  issue  of  our  motivation 
in  switching  from  500ml  to  200ml 
packs  of  Mucaine.  I  would  like  to 
make  the  position  quite  clear. 

It  was  a  condition  of  granting  a 
reviewed  Product  Licence  that 
the  pack  size  be  reduced  from 
500ml  to  200ml,  that  a  14  day  in- 
use  shelf  life  be  applied  and  that  a 
tamper  evident  neck  seal  be 
employed.  Had  we  failed  to  meet 
these  requirements  then  the 
licence  would  not  have  been 
granted  and  we  would  have  had  to 
withdraw  the  product  from  the 
market. 

These  precautions  are 
deemed  necessary  to  minimise 
the  risk  of  in-use  contamination  of 
Mucaine  which,  because  of  its 
formulation,  cannot  be  preserved 
to  the  standard  required  to  pass 
the  BP  preservative  efficacy  test. 
Pharmacists  can  be  reassured  that 
in  30  years  of  clinical  usage,  in-use 
contamination  has  not  been  a 
problem. 

For  NHS  dispensing  purposes 
Mucaine  200ml  is  regarded  as  a 
"special  container' '  under  Clause 
10B  of  Part  II  of  the  Drag  Tariff. 
Thus  the  nearest  number  of 
complete  200ml  bottles  to  the 
quantity  prescribed  may  be 
dispensed  and  claimed. 


H  Vosper 

Director  of  customer  services, 
Wyeth  Laboratories 


True  colours? 

It  is  no  great  surprise  that  the 
APBI  has  finally  shown  its  "true 
colours"  concerning  the  use  of 
local  drug  formularies  in  general 
practice  (C&D,  October  20).  The 
APBI  clearly  sees  rational, 
scientific  prescribing  as  a  major 
threat  to  the  continuing  profits  of 
the  pharmaceutical  industry.  It 
also  sees  GP  prescribing  advisers, 
whether  pharmacists  or  doctors, 
as  an  equally  great  threat. 

In  the  past,  pharmaceutical 
company  representatives,  the 
majority  untrained  in 
pharmacology  and  therapeutics, 
have  had  an  easy  time  persuading 


GPs  to  experiment  with  the  latest 
"pharmacological  break- 
through" .  However  as  GPs  begin 
to  ask  more  pertinent  and 
searching  questions  as  to  the  real 
advantages  of  a  new  drug  on  the 
basis  of  efficacy,  safety,  patient 
acceptability  and  economy,  the 
vast  majority  of  reps  will  quickly 
come  unstuck. 

As  to  the  specific  point  made 
by  Dr  Frank  Wells  (ABPI 
spokesman),  that  formularies 
which  preach  the  prudence  of 
prescribing  tried  and  trusted 
preparations  whenever  possible, 
will  bring  pharmaceutical 
innovation  to  an  abrupt  halt:  he 
knows  that  the  proper  place, 
wherever  possible,  to  establish 
the  efficacy  and  safety  profile  of 
new  drugs  is  in  a  hospital  setting 
where  patients  can  be  kept  under 
close  observation.  Most  GPs 
would  readily  admit  that  general 
practice  is  not  the  place  to 
undertake  clinical  trials  using 
human  subjects  who  cannot  be 
closely  monitored. 

As  the  decade  progresses  and 
more  GPs  accept  that  whenever 
possible,  preparations  with 
established  efficacy,  safety  are  to 
be  preferred,  intragenic  morbidity 
and  mortality  will  be  greatly 
reduced  and  the  probability  of 
another  drug  related  tragedy  will 
be  minimised. 


Andrew  Hagan 

Project  co-ordinator,  Scottish 
Prescribing  Analysis  Data 
E  valuation,  University  of  Dundee 
Department  of  General  Practice . 


Phrasing  the 
question 

I  am  writing  in  response  to  the 
letter  that  appeared  in  C&D  last 
week  concerning  endorsement  of 
prescriptions  for  xylometazoline, 
met  by  dispensing  Otrivine. 

The  point  needs  to  be  made 
that  the  answer  to  this  particular 
issue  depends  upon  how  the  exact 
question  is  phrased.  If  the 
question  is:  "Can  I  be  paid  for  a 
prescription  for  Otrivine",  then 
the  answer  is  no,  as  it  is 
blacklisted.  However,  because 
xylometazoline  is  an  approved 
name  then  a  blacklisted  product 
(namely  Otrivine  which  is  the  only 
product  available)  may  be 
dispensed  to  fulfil  the  prescription. 


If  the  question  is  asked:  "On 
what  basis  will  I  be  reimbursed? ' ' 
then  the  answer  is  that 
pharmacists  dispensing  Otrivine 
to  fulfil  a  xylometazoline 
prescription  will  be  paid  on  the 
basis  of  a  Part  VIII  Drug  Tariff 
entry.  The  Tariff  rate  for 
xylometazoline  is  the  same  as  the 
price  of  a  bottle  of  Otrivine. 


Jason  Kalik 

Brand  Manager,  Ciba  Consumer 
Pharmaceuticals 


Read  on... 

Surely  the  "snippers"  and 
"splitters"  will  now  cease  their 
own  professional  activities,  on 
reading  and  digesting  the  lilac 
coloured  special  container  and 
calendar  pack  lists  supplement, 
which  was  enclosed  with  the 
recent  PS NCNews. 

Some  chemists  contractors 
obviously  are  unaware,  or  just  do 
not  care,  about  the  consistent  and 
often  unpublicised  hard  work  done 
behind  the  scenes  by  the  full  time 
staff  of  their  negotiating 
committee.  There  now  can  be  no 
excuse  for  half  empty  packs  of 
Canestan  pessaries,  Ceanel,  Intal, 
K  effervescent  tablets,  together 
with  half  full  bottles  of  antibiotic 
syrups  in  pharmacy  refrigerators. 

It  is  to  pharmacy  contractors' 
financial  advantage  to  use  clause 
10  of  Part  1 1  of  the  Drag  Tariff  to 
the  full,  in  order  to  maximise  their 
remuneration,  as  apparently  the 
Government  is  determined  to 
limit  our  professional  fees.  Our 
friendly  GPs  are  doing  just  this,  as 
I  have  yet  to  receive  an  FP10  this 
season  for  influenza  vaccine. 


D.  Thomas 

Wolverhampton 
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Is  this  the  latest  in  slimming 
treatments,  wonders  T.  Curry 
from  Hevwood,  Lanes 
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PSNI  COUNCIL 


Sharp  reminder  on  ?' 
sales  from  PSNI 


The  Council  of  the  Pharmaceutical 
Society  of  Northern  Ireland  is  to 
remind  pharmacists  of  their 
obligations  when  selling  Pharmacy 
medicines  after  recent  discoveries 
by  the  inspector. 

At  its  October  meeting,  the 
Council  heard  that  the  inspector 
had  found  certain  items,  notably 
acne  products  and  paediatric 
cough  medicines,  placed  on  self- 
service  shelving.  While 
acknowledging  that  most 
pharmacists  comply  with  the  law, 
the  Council  is  to  remind  members 
of  Section  52  of  the  Medicines 
Act,  under  which  products  not 
included  in  the  General  Sales  List 
must  be  sold  by  or  under  the 
supervision  of  a  pharmacist. 

The  facts  will  be  publicised  so 
pharmacists  can  "take  the 
necessary  steps  to  instruct  staff ' . 
□  A  president's  evening  for  pre- 
registration  students  and  newly 
registered  pharmacists  will  be 
held  in  the  Society's  House,  73 
University  Street,  Belfast,  on 
Wednesday,   November  21. 


Information  will  be  sent  to  those 
members  eligible  to  attend. 

□  PSNI  has  had  confirmation  that 
Council  member  Dr  Terry 
Maguire  has  been  appointed  to  the 
Royal  Pharmaceutical  Society's 
working  group  which  will  define  a 
course  syllabus  for  pharmaceutical 
continuing  education.  He  has  also 
been  appointed  as  a  permanent 
observer  to  the  meetings  of  the 
RPSGB's  Postgraduate  Educat- 
ion Committee. 

□  Professor  Patrick  D'Arcy  and 
Mr  Josh  Kerr  will  attend  a 
European  Regional  Meeting  of  the 
Commonwealth  Pharmaceutical 
Association  in  Malta  at  the  end  of 
November. 

□  Miss  Fiona  Maria  Daly,  11(1 
Dunluce  Avenue,  Belfast,  was 
accepted  for  registration  as  a 
student. 

□  Miss  Catherine  Maria  Rice,  56 
Brookmount  Road,  Omagh,  was 
accepted  for  reciprocal 
registration  under  the  agreement 
between  the  Great  Britain  and 
Northern  Ireland  Societies. 


Holliday  is  new  PSNI 
president 


Robin  E.  Holliday,  a  community 
pharmacist  from  Lisburn,  co 
Antrim,  has  been  elected 
president  of  the  Pharmaceutical 
Society  of  Northern  Ireland. 

He  was  president  of  the  Ulster 
Chemists  Association  in  1986  and 
chairman  of  the  Pharmaceutical" 
Contractors  Committee  1987-89. 

Robin  Holliday  was  educated 
at  Methodist  College,  Belfast,  and 
graduated  from  the  Queen's 
University  of  Belfast  in  1957.  He 
worked  in  England  for  eight  years 
with  May  &  Baker  and  later  as  a 


community  pharmacist  in 
Bedford.  He  returned  to  Lisburn 
in  1966  taking  over  Nelson's 
Medical  Hall  Ltd. 

Dr  William  Woodside,  one- 
time lecturer  in  pharmaceutics  at 
the  College  of  Technology  and 
until  recently  managing  director  of 
Ivex  Pharmaceutical,  was  elected 
vice-president. 

Robert  G.  Dillon,  proprietor 
pharmacist  of  Whiteabbey,  was 
reappointed  to  the  post  of 
honorary  treasurer,  a  position  he 
has  held  since  1987. 


Ronnie  McMullan  (left),  past  PSNI  president  with  the  newly  elected  Robin 
Holliday  and  Society  secretary  Derek  Lawson 


HELP  HER 
FACE 

HER  OTHER 
HALF  WITH 
CONFIDENCE 


Brush  Off™ 

povidone  -  iodine 
COLD  SORE  TREATMENT 

Supported  by 
NEW 

•  Advertising  and  press 
campaign 

•  Display  unit 

•  Consumer  education  leaflets 

HELP  HER  HELP  HERSELF 

TO  FAST  EFFECTIVE 
COLD  SORE  TREATMENT 


Keep 
Brush  Off 
on  display 


Brush! 
Off 

COLD  SORE! 
TREATMENT! 


Napp  Consumer  Products  Division 
Napp  Laboratories  Limited, 
The  Science  Park,  Milton  Road, 
Cambridge  CB4  4GW. 
Member  of  Napp®  Pharmaceutical  Group 

™BRUSH  OFF  is  a  Trade  Mark  '-'NAPP  is  a  Registered  Trade  Mark 
©Napp  Laboratories  Limited  1990 


Brush  Off 

COLD  SORE 
TREATMENT 


CHEMIST  &  DRUGGIST  3  NOVEMBER  1990 


811 


BUSINESS  NEWS 


Medeva  target 
Wellcome's  vaccines 


Retail 
Consortium 
chemist 
panel 

An  advisory  panel  of  toiletry, 
cosmetics  and  chemist 
representatives  is  being  set  up  by 
the  Retail  Consortium.  Members 
are  being  recruited  from  major 
retailers  to  form  one  of  12  new 
panels  within  the  consortium's 
general  merchandising  group. 

Hugh  Clark,  assistant  director 
of  the  Retail  Consortium  and 
representative  of  the  general 
merchandise  group,  says:  "The 
panel  will  provide  more  detailed 
operational  knowledge.  We  have 
already  recruited  some  members, 
and  expect  to  have  the  panel  fully 
operationsl  shortly."  The  Retail 
Consortium  claims  to  represent 
some  90  per  cent  of  British 
retailers. 

"One  of  our  priorities  is  to 
propose  our  ideas  to  Europe ,  and 
this  is  where  the  panel  will  be 
increasingly  helpful.  One  example 
is  the  development  of  a  set  of 
general  principles  for  all 
guarantees,  including  small 
electrical  appliances,"  Mr  Clark 
says.  "If  our  ideas  are  first  on  the 
table  for  discussion  in  Brussels, 
this  will  be  to  our  advantage.  We 
must  take  the  initiative." 

The  principles  will  be 
presented  to  the  DTI  later  this 
year,  and  are  seen  by  the  Retail 
Consortium  to  be  a  better 
alternative  to  the  Consumer 
Guarantees  Bill  that  is  expected  to 
fail. 

Other  topics  of  concern 
include  proposals  from  France, 
Italy  and  Spain  to  confine  the  sale 
of  vitamins  to  pharmacies.  The 
Retail  Consortium  is  liaising  with 
its  members  and  the  UK  industry 
lobby  group,  the  Vitamin  Forum, 
to  press  the  case  for  the  continued 
sale  of  vitamins  from  non- 
pharmacy  outlets. 

It  is  also  talking  to  the 
Cosmetics  Toiletries  and 
Perfumery  Association.  One  of  its 
aims  is  to  prevent  the  EC  from 
demanding  more  animal  testing. 


Medeva  are  the  front  runners  to 
buy  the  human  vaccines  business 
of  the  Wellcome  Foundation, 
following  Wellcome's  announced 
intention  to  get  out  of  vaccines 
(C&D  Sept  29,  p582). 

Medeva  subsidiary  Evans 
Medical  are  already  producers  of 
vaccines  for  measles,  influenza 
and  tuberculosis,  while 
Wellcome's  range  includes  Trivax 
for  diptheria,  MMR  II  for  mumps 
and  Almevax  for  rubella. 

A  spokesman  for  the 
Wellcome  Foundation  said: 
"While  Wellcome  currently 
produce  both  human  and  animal 
vaccines  for  the  UK  and  Irish 
markets,  by  1992  our  contract  to 
produce  animal  vaccines  for 
Pitman  &  Moore  will  expire  and 
they  will  produce  them 
themselves.  This  will  mean 
Wellcome  Biotechnology  will  lose 
existing  economies  of  scale. 

"Vaccines  are  a  very  small 
proportion  of  the  Wellcome 
Foundation's  business,  with  a 
turnover  of  just  £10  million  or 
around  1  per  cent  of  total  sales.  To 
develop  the  business  would  take 
substantial  investment  the 
company  believes  would  be  better 
made  elsewhere." 

The  company  intends  to  retain 


Wellferon  and  Campath  products 
—  one  an  interferon,  the  other  a 
monoclonal  antibody  being 
developed  with  Cambridge 
Technical  Laboratories  as  an  aid  to 
bone  marrow  transplant  —  and 
reintegrate  them  into  the 
mainstream  business. 

Medeva  director  David  Lees 
told  C&D:  "We  are  a  high  bulk, 
low  margin  manufacturer  of 
vaccines  making  some  70  million 
doses  a  year  —  the  opposite  of 
Wellcome  who  have  a  low  bulk, 
high  margin  operation.  It  just 
happens  that  Wellcome's  vaccines 
are  a  good  fit  with  ours."  If  the 
deal  goes  through  Medeva  will  be 
buying  production  plant,  patents, 
a  volume  of  stocks  and  a  contract 
for  Wellcome  to  continue  to 
produce  the  vaccines  at 
Beckenham  for  up  to  two  years. 

Wellcome's  human  vaccines 
business  employs  some  250 
people ,  "  but  by  no  means  all  will 
lose  their  jobs , ' '  says  Wellcome . 

The  Medeva  deal  depends  on 
some  key  staff  relocating  with  the 
business,  and  Medeva  will  offer  to 
relocate  more,  though  they 
recognise  the  likely  reluctance  of 
some  staff  to  move  from  Kent  to 
the  Liverpool  area.  Wellcome  will 
also  try  to  redeploy  some  staff. 


Changing 
hands  in  Wales 

Stephar  BV,  a  Dutch  company 
who  were  among  the  pioneers  of 
parallel  importing  into  the  UK ,  are 
buying  pharmacies  in  West  Wales 
through  their  pharmacy  retailing 
associate  Howard  &  Palmer  Ltd. 

Until  eight  months  ago 
Howard  &  Palmer  was  a 
partnership.  Chris  Racey  is  now 
managing  director,  but  there  is 
still  a  family  interest  as  Simon 
Palmer  is  the  company's 
superintendent  pharmacist.  Until 
recently  the  group  had  11 
pharmacies  in  the  Swansea  and 
Llanelli  area. 

Mr  Racey  told  C&D  that  their 
acquisition  was  "not  uncommon 
knowledge"  in  South  Wales. 

Michael  Vivian  who  has  just 
sold  his  pharmacy  at  Pembroke 
Dock  to  Howard  &  Palmer  told 
C&D:  "There  are  very  few 
unexplored  areas  of  the  country 
where  a  medium  to  large  sized 
chain  could  be  built  up,  but  Wales 
is  one  of  them."  He  believes 
around  six  pharmacies  have  been 
added  to  the  group  in  the  area 
recently.  Mr  Evans,  of  E.J.E. 
Evans  in  Camarthen,  has  also  sold 
to  Howard  and  Palmer. 

Both  Mr  Racey  and  Stephar 
managing  director  Marcel 
Hamilton  were  not  prepared  to 
comment  on  their  plans. 


The  old  5p  coin  is  to  be  withdrawn 
from  circulation  on  December  31 . 
The  deputy  master  of  the  Royal 
Mint  Anthony  Garrett  says  that 
retailers  can  help  avoid  a  last 
minute  rush  by  segregating  and 
returning  the  old  coins  to  the  bank 
now. 

The  CPL  Group  have  bought  the 
flavour,  fragrance  and  essential 
oils  business  of  the  Berk  Group, 
which  they  plan  to  merge  with 
their  existing  business  at 
Brixworth,  Northants. 
The  name  Riker,  long  associated  with 
ethical  pharmacy  preparations, 
has  been  dropped  by  3M 
Healthcare.  In  future  3M's 
pharmaceutical  products  will  cany 
the  name  3M  Healthcare.  The 
initiative  for  the  change  comes 
from  the  UK  but  will  be  effective 
worldwide. 


Drugs  only  bri 

The  pharmaceuticals  sector  was 
the  only  redeeming  feature  of 
bleak  third  quarter  figures  from 
ICI,  which  showed  a  50  per  cent 
drop  in  third  quarter  pre-tax 
profits  for  the  group  to  £160m. 

Group  turnover  in  the  first 
nine  months  of  1990  was 
comparable  with  the  same  period 
m  1989,  but  profit  before  tax  of 
£893m  was  £338m  below  the 
performance  last  year. 

ICI's  chairman  Sir  Denys 
Henderson  commented:  "In 
common  with  other  major 
chemical  companies,  ICI's 
profitability  is  now  well  below  the 
i  buoyant  level  of  1989.  Weaker 


ht  spot  for  ICI 

customer  demand,  particularly  in 
the  UK,  USA  and  Australia,  and 
the  effects  of  overcapacity  in  some 
industrial  businesses  are  now 
being  exacerbated  by  the  impact 
of  the  Gulf  crisis  and  the  strength 
of  Sterling.  Trading  will  remain 
difficult  in  1991". 

Turnover  in  the  company's 
pharmaceutical  sector  in  the  first 
nine  months  of  1 990  was  £1 ,063m 
(£1 ,002m  1989)  and  trading  profit 
was  £380m  (£296m).  The  paints 
sector  also  improved  to  a  trading 
profit  of  £83m  (£77m). 

Trading  results  for  the  year 
1990  will  be  announced  on 
February  28. 
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Unichem  still  on  course  for 
November  15  Stock  Market  debut 


Jnichem  favour  November  15  for 
heir  launch  onto  the  Stock 
Market  with  a  deeply  discounted 
ights  issue  of  around  £25  million 
o  the  existing  pharmacist 
ihareholders  who  currently  hold 
he  entire  67.2  million  share 
stock.  Financial  director  Jeff 
Jarris  says  the  City  expects 
Jnichem  to  perform  more  like 
\AH  —  recently  described  there 
is  "old  reliable". 

The  aim  of  the  rights  issue  is  to 
strengthen  the  balance  sheet  and 


compete  with  the  multiples. 
"Franchising  will  keep  large 
pharmacies  in  the  hands  of  the 
independent,"  says  chief 
executive  Peter  Dodd. 

On  the  other  hand,  they  are 
now  servicing  multiple  chains  such 
as  Kingswood  and  are  looking  for 
similar  business,  but  they  say  they 
will  take  it  only  if  the  terms  are 
right.  "We  are  responsible  to  our 
shareholders.  If  we  enhance 
Unichem's  profit  we  put  value  on 
their  shares, ' '  Jeff  Harris  says. 


Rights  issue  —  how  you  may  act 

The  average  pharmacist  is  likely  to  hold  £18,000  of  shares  before 
flotation  and  to  have  access  to  around  £5,000  of  rights  shares  (the 
offer  is  likely  to  be  two  shares  for  every  five  held  or  one  share  for 
every  three). 

When  the  company  floats  ordinary  or  rights  shares  have  to  be 
traded  to  establish  the  Stock  market  price. 

Pharmacist  shareholders  who  are  offered  rights  shares  may 
either: 

1.  Buy  at  the  price  offered. 

2.  Sell  those  rights  —  either  negotiating  privately,  or 
through  Unichem's  stockbrokers  at  a  special  rate,  or 
through  any  broker  of  their  choice. 

3.  Do  nothing.  At  the  end  of  the  offer  period  all  shares 
not  taken  up  will  be  sold  and  those  pharmacists  will 
receive  the  difference  between  the  offer  and  sale 
price,  less  a  dealing  fee. 

•  Final  dividends  will  be  payable  in  July,  interim  dividends 
in  January 


to  provide  funds  for  developments 
-  the  specific  details  of  which 
must  remain  under  wraps  until 
November  15  to  avoid  contra- 
vening the  law  by  "selling 
shares".  However,  the 
franchising  of  "established 
pharmacies  to  entrepreneurial 
pharmacists"  appears  to  be  top  of 
the  list,  but  only  if  the  size  and 
price  "enables  us  to  put  in  place  a 
scheme  which  is  of  benefit  to 
ourselves  and  the  franchisee  (who 
will  have  a  right-to-buy)." 

Unichem  say  one  of  the 
reasons  they  became  a  company 
was  because  contract  limitation 
inflated  goodwill  values  beyond 
the  range  of  the  average 
independent  their  core 
customer  as  a  friendly  society. 
They  say  now  they  will  be  able  to 


And  Unichem  may  also  deal 
with  dispensing  doctors,  but  only 
if  the  dispensing  doctor  is  not  near 
a  Unichem  pharmacy,  rather  one 
serviced  by  another  wholesaler. 

The  company  also  plans  to 
chase  hospital  business  more 
aggressively  after  flotation  as  well 
as  maintaining  close  links  with 
European  wholesalers  to  take 
maximum  advantage  of  market 
conditions.  Such  action  would  be 
on  a  far  stronger  basis  than 
anything  in  place  between 
European  wholesalers  at  present, 
according  to  management 
services  director  David  Walker, 
Unichem's  "man  in  Europe". 

Peter  Dodd  says  Unichem  will 
make  "modest  diversifications" 
from  their  core  business  where 
these  will  benefit  shareholders. 


■W  W'':"'>^jMjMfi  ■ 


They  would  not,  for  example, 
expect  to  service  drug  stores, 
because  it  would  be  too  difficult  to 
prevent  them  ending  up  with 
Pharmacy  lines.  But  while  Mr 
Dodd  says  he  cannot  see  the 
company  ever  servicing  a  non- 
pharmacy  retailer  he  would 
"never  say  'never'!" 

Peter  Dodd  says:  "Unichem's 
historic  status...  restricted  our 
flexibility  of  action,  both  through 
self-regulation  and  self-imposed 
constraints.  The  board  felt  that 
conversion  to  a  pic  would  give  us 
the  flexibility  and  the  ability  to 
trade  in  areas  which  had  hitherto 
been  barred  to  us." 

City  pressures 

Unichem  say  they  do  not  expect  to 
bow  to  City  pressures  to  reduce 
overheads  and  increase  profits. 
They  believe  they  can  make  their 
large  branches  with  large 
customer  bases  even  more  cost- 
effective  and  plan  to  introduce 
more  automatic  picking  lines  for 
script  medicine  like  those  at 
Letchworth  and  Chessington  over 
the  next  two  years.  These  carry 
the  800  fastest  script  medicines 
and  pick  at  the  rate  of  six  items  per 
second. 

"We  have  an  excellent  track 
record,  a  strong  management 
team  and  a  determination  to 
succeed.  Our  core  business  is 
recession-proof  and  capable  of 
substantial  expansion  and  we  are 
already  breaking  into  two  new 
business  areas,"  Mr  Dodd  said. 


Financial  track  record 


Unichem's  recent  pointers  to  value  are: 

□  Sales  growth  from  £8ni  (1971)  to  £800m  today 

□  Compound  sales  growth  of  15  per  cent  over  the  last 
five  years 

fj  Operating  profit  doubled  to  £15.5m  in  the  last  four 
years  —  20  per  cent  compound  over  the  last  five  years 

□  Pre-tax  profits  have  trebled  to  £14. 5m  in  the  last  five 
years 

□  Return  on  capital  employed  of  between  20  and  25  per 
cent  over  the  last  five  years 

fj  Return  on  sales  up  to  2  per  cent  from  1.6  per  cent  in 
1985 

□  Gearing  is  down  from  50  to  60  per  cent  five  years  ago 
to  35  per  cent 

□  Trade  debtors  £107m  at  June  30  on  35  days  sales 

□  Loan  guarantees  of  £76m  at  June  30  —  pharmacists 
to  whom  loans  have  been  made  must  make  70  per 
cent  of  their  wholesale  purchases  from  Unichem  — 
this  accounts  for  25  percent  of  Unichem's  total  sales. 
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ANNOUNCEMENTS  | 

FARLEY'S 

IE  CREUSET'  COMPETITION 

THE  WINNERS 

ARE  ANNOUNCED 

Farley's  is  now  pleased  to  announce 

the  winners  in  its  recent  competition 

launched  In  support  of  its  Meal  Timers  range  extension.  The  following  will  each 

be  receiving  a  soperb  Le  Creuset  cookware  set  worth  £200: 

Name 

Address 

LYNN  PEATEY 

BOVINGOON.  HEMEL  HEMPSTEAD 

BEVERLEY  LYNCH 

ACCRINGTON,  LANCASHIRE 

EURO  CHEMIST 

LIVERPOOL 

CHEIWINES 

WIGAN 

J.H  TWEED 

TWINBROOK,  DUNMURRAY 

MRS  C  A  HOOPER 

HISTDN.  CAMBRIDGE 

MR  BLAME 

TOWERHILL,  KIRKBY 

MR  HIRSHMAN 

AINSDALE,  SOUTHPORT 

SUSAN  BAVERSTOCK 

LEYLAND.  PRESTON 

C  F    McGE  TTIGAN 

BELFAST 

ROBERT  SCOTT 

BELFAST 

MISS  LOASBY 

NORTHAMPTON 

L.H.  PUROY 

CHELMSFORD,  ESSEX 

MRS  S.  ELMORE 

NORTHAMPTON 

MELAIMIE  OGDEN 

WARRINGTON 

M   WYN  ELLIS  &  SON 

PHARMACY 

WALLASEY 

REMEDIES  PHARMACY 

BANWELL.  WESTON  SUPERMARE 

M    DOSSAJI  MPS 

NEWPORT  PAGNELL,  BUCKS 

A  HEWES 

RAVENSHEAD,  NOTTINGHAM 

BRIAN  WHALLEY 

WILPSHIRE.  BLACKBURN 

D  BATRA 

LONDON,  W12 

B.W.  CLAYTON 

NELSON,  LANCASHIRE 

G  J  DAY 

BRAMHALL,  CHESHIRE 

C.  FORTH 

HADDINGTON,  EAST  LOTHIAN 

MRS  G  BENNETT 

EDINBURGH 

M  SALEEM 

LIVERPOOL 

MISS  A  MoOONAGH 

CORBY,  NORTHANTS 

R.J.  MAIR 

CURRIE 

M  T  PATEL 

SHIRLEY,  CROYDON 

E.W.  MOULSON 

HARROGATE,  NORTH  YORKSHIRE 

DAVID  BARKER  MPS  T  WALNE  MPS 

PRESTON.  LANCASHIRE 

MRS  E  HARGREAVES 

WHITLEY  BAY,  TYNE  &  WEAR 

LOCKS  PHARMACY 

FORDINGBRIDGE,  HANTS 

A  KENDRICK  LTD 

BLACKPOOL,  LANCS 

BELFAST  CO  OP  CHEMIST 

BELFAST 

MRS  J  WESTERN 

SHELDON,  BIRMINGHAM 

MRS  A  P  TREVOR  OWEN 

PORTHMADOG.  GWYNEDD 

P  BOWEN 

SUTTON  COLDFIELD,  WEST  MIDLANDS 

V  A  AL  AHMAO 

LEEDS  IND.  CO  OP,  ARMLEY,  LEEDS 

RUTH  HALLIDAY 

BALLYMENA.  Co  ANTRIM 

D  F  LANE 

WARLEY,  WEST  MIDLANDS 

MRS  S  PATEL 

LEICESTER 

N  C  &  B  LUNT 

RUNCORN,  CHESHIRE 

CAROL  MORRITT 

MARSTON,  OXFORD 

SHIVAS  CHEMIST 

CROYDON,  SURREY 

MRS  B  SEAWN 

DESBOROUGH,  NORTHANTS 

MRS  B  M  NEWTON 

RIPON,  NORTH  YORKSHIRE 

MRS  S  MARSDEN 

TODMORDEN,  LANCS 

P  &  M  LINDEN 

BELFAST 

M  J  MOORE 

BLACKPOOL,  LANCS 

MRS  TAYLOR 

MANSFIELD,  NOTTS 

C  G  HALL 

KENTON,  NEWCASTLE  UPON  TYNE 

J  E  LOCKYER 

OEPTFORD.  LONDON 

HAMLINS  CHEMIST 

LONDON 

MR  BLOGG 

EMSWORTH,  HAMPSHIRE 

MR  PATEL 

HOUGHTON  REGIS,  DUNSTABLE 

MRS  PATEL 

KINGSBURY,  LONDON 

M  MOTION 

NORWICH 

BANKERS  CHEMIST 

LONDON  SW  1  1 

MR  PATEL 

WHITE  HII  L,  NORTHANTS 

KEENAN  CHEMIST 

NEWRY,  Co  DOWN 

JAMES  JOHNSTON 

CASTLDERG,  Co  TYRONE 

J  SPEMSLEY  LTD 

DILLINGHAM,  KENT 

R  WRIGHT 

ST  MARYS,  DEVON 

S  PATEL 

MAESTEG,  NR  BRIDGEND 

CARTER  THE  CHEMIST 

MIDDLESBROUGH 

MRS  D  C  GILL 

SPFNNYMOOR,  Co  DURHAM 

STUART  MOUL  CHEMIST 

CADBURY  HEATH,  BRISTOL 

HAYNOTE  LTD 

ALDERSHOT,  HANTS 

D  P  PATEL 

PINNER,  MIDDLESEX 

MRS  K  GUDKA 

BRIGHTON.  SUSSEX 

W  G  BREWER 

WAKEFIELD 

G  F  MILLER  MILTONS 

CHEMIST 

STOKE  ON  TRENT 

ASH  RAJANI  NIGHT  8 

DAY  CHEMIST 

FELTHAM,  MIDDLESEX 

J  PATEL 

PORTSMOUTH 

M  0  BIRMINGHAM 

LOUTH,  LINCOLNSHIRE 

A  J  NOTTALL 

ROCHDALE 

R  WINDLE 

OXFORD 

MRS  J  BURNS  A  CROWTHER  LTD 

SOUTHPORT,  MERSEYSIDE 

J  E  MACKENZIE 

HULL 

Cancellation  deadline  10am  Monday  prior  to  publication  date. 
Display/Semi  Display  £17.90  per  single  column  centimetre,  min  30mm 
Column  width  88mm. 

Whole  Page  £1790.00  (250mm  x  180mm)  Half  Page  £930.80 
(130mm  *  180mm)  Quarter  Page  £465.40  (130mm  x  88mm) 
Box  Numbers  £5.00  extra  Available  on  request. 
All  rates  subject  to  standard  VAT. 


PRODUCTS  &  SERVICES 


ASTRO  PHOTO  EXCLUSIVELY  OFFER 
THE  BEST  PHOTO  MINI  LAB  BARGAIN 
THIS  CENTURY. ..SO  FAR! 

Look  at  these  features.. .why  pay  [30,000 plus!  Get  into  the  booming 
"ONE  HOUR" processing  concept,  without  mortgaging  the  house, 
wife  or  dog... 

Magnum  Pro  10X8  Photo  Colour  Mini  Lab  with  VI 00  Colour 
Analyser. 

5'  10"  x  4'  10"x2'5" 

All  Film  Sizes:  Disc,  110,  126,  35mm  plus  120  option. 
Print  &  Enlargement  Sizes:  3 'A  x  5,  6  x  4,  5  x  7,  10x8. 
400  (mm)  print  per  hour. 
Can  be  run  with  one  operator. 
Complete  unit  comprising  of  print/processor,  film 
developer  with  film  drying  cabinet. 

SCOOP  PUR CH A SE... LIMITED  QUANTITY 
ONLY £13,900 plus  VAT. 

INSTALLATION,  TRAINING,  BACK-UP  AVAILABLE. 
S.a.e.  for  Colour  Brochure  please 

SHEER  ASTRO  LTD 

Unit  405,  Glenfield  Park,  Phillips  Road,  Blackburn,  Lanes  BB1  5QF 
Tel:  0254  671021  Fax:  025461972. 


Compact  size: 
Versatile: 

Capacity: 
Economic: 
No  Catch  Pennies: 


This  is  the  affordable  cost  of  Pharmac  y 's  foremost  EPoS  system 
from  Fairscan,  that  could  save  you  lost  profit 
save  you  overbuying 
save  you  lost  sales 
save  you  loss  from  theft, 
save  you  overinvesting  in  stock 
In  fact  could  save  you  more  than  it 
costs!  Fairscan  Business  Master  EPoS 
systems  can  now  supply  the  answei 
whether  you  are  a  small  indepen- 
dent pharmacy  or  multiple  group. 
There's  no  better  time  to  save  your 
business. . .  contact 

^^Z^tZZZT'   '  Fairscan  on  0703  283222 

Subject  to  Status.  14a  High  St.  Lyndhurst  Hants  S043  7BD 

Other  options  will  vary  this  retire.  ' 
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PRODUCTS  &  SERVICES 


SHOPFITTINGS 


fcera  u.s.a. 

VAPORIZERS 

HUMIDIFIERS  —  WITH  AIR 

FILTER  —  FOR  PURE  & 
HEALTHY  ATMOSPHERE 

AGENTS  —  REQUIRED  FOR 
ALL  U.K. 

CONTACT:  GENERAL  HEALTHCARE  LTD 
1 1 1  BLYTH  ROAD,  HAYES, 
MIDDLESEX  UB31DB 
TEL:  081=848  7766  FAX:  081-848  1930 
TLX:  946973 


NEON  WINDOW  SIGNS  PROJECTING  SIGNS 

FAYLITE  LIMITED 
5  MEETING  HOUSE  LANE 
BERKSWELL,  WARWICKSHIRE 
021-359  1934 


DO  YOU  HAVE  A  PRODUCT 
OR  SERVICE  TO  ADVERTISE? 
WHY  NOT  STAY  AHEAD  OF 

YOUR  RIVALS  BY 
REGULARLY  ADVERTISING 
IN  CHEMIST  &  DRUGGIST. 
CONTACT  MATTHEW  CORSE 
ON  0732  364422 
EXT.  2472 


SHOPFITTINGS 


0803  296266 


SHOPFITTING 
and  DESIGN 


SPECIALISTS  IN  DESIGN, 


MANUFACTURE  AND 
INSTALLATION  OF 
SHOPFITTINGS  AND 
DISPENSARY  UNITS 
FOR  THE  RETAIL 
PHARMACIST 


UNITS  2  &  3.  1  ALEXANDRA  LA.  ELLACOMBE.  TORQUAY,  DEVON.  TQ1  1JD 


R-E-S-C-ENT 

iTALLATIONS  LTD 


RETAIL  DESIGN   •  SHOPFITTING 

SPECIALISTS  IN  PHARMACY 
SHOPFITTING  AND  REFURBISHMENT 

162  ENTERPRISE  COURT, 
EASTWAYS,  WITHAM.  ESSEX.  CMS  3YN 
TELEPHONE  SOUTH  0376  515556 
FAX  0376  51804 
TELEPHONE:  NORTHERN  061  429  8390 


EXDRUM 

—STQREFITTERS- 


0626  •  834077 

COMPREHENSIVE  DESIGN,  MANUFACTURE  AND 
INSTALLATION  SERVICE  FOR  THE  RETAIL  PHARMACY 

KING  CHARLES  BUSINESS  PARK, OLD  NEWTON  ROAD,  HEATHFIELD,  DEVON, TQ 1 2  6UT 


LABELLING  SYSTEMS 


OR  A  LABEL  PC 

"The  Ultimate  in  pharmacy  systems 

Versatile,  uncomplicated  labelling. 

*  Quickly  updated  patient  records. 

*  Full  BNF  warnings  *  Latin  dosages. 

*  Accurate  Interaction  Monitoring 

*  Complete  systems  or  software  only. 

For  leaflets  or  a  demonstration,  phone  or  write 

IZXB€ 


Computer  Systems  Limited 


Village  Workshops.  Prestwich,  Manchester,  M25  8WB 
Tel:  061  773  7909 


I  0/90 


John  nirfiardion 
Computer!  Lid 


►  In  Pharmacy  Labelling 

►  In  Auto-order  Stock  Control 

►  In  Customer  Service 
I*"  In  Ongoing  Development 

For  Accurate  and  Reliable  Drag  Interactions  and  Patient  Records 
FRFKPOST,  Preston  PR 5  6BR  Telephone:  (0772)  323763 
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LABELS 


STOCK  FOR  SALE 


1 


m 

ORHOCH^06- 


STOCK  FOR  SALE 


URIMPHARM  LTD 


OUR  EEC  IMPORTED  PHARMACEUTICALS 

*  CAREFULLY  SELECTED  RANGE  OF  PRODUCTS 

*  PRODUCT  LIABILITY  INSURANCE 

*  OUR  OWN  'EEC  QUALIFIED  PERSON  TO 
SUPERVISE  QUALITY  CONTROL 

★  DISTRIBUTION  THROUGHOUT  UK 

★  ONE  OF  THE  LARGEST  PURCHASERS  OF  Pi's  IN 
EUROPE 

★  HELPFUL  ADVICE  GIVEN  TO  UPDATE  THE 
PHARMACIST 

★  COMPETITIVE  PRICES  AND  REGULAR  MONTHLY 
OFFERS 

*  MEMBER  OFTHE  ASSOCIATION  OF 
PHARMACEUTICAL  IMPORTERS 

FOR  ANY  ADVICE,  QUERIES,  FORWARD 
PLANNING,  QUOTES  OR  A  PRICE  LIST  CONTACT: 
MERVYN  GREEN  MPS 

SPECIAL  NOVEMBER  OFFERS 


UNIT  A6,  83  COPERS  COPE  ROAD, 
BECKENHAM,  KENT,  BR3  1  NR. 
TELEPHONE:  081  658  2255 
TELEX:  263832;  FAX:  081  658  8680 


FRESH  START 
COSMETICS 

164  CHEETHAM  HILL  ROAD, 
MANCHESTER  M8  8LQ 
TEL:  061-834  1387 
FAX:  061-832  0891 

FOR  A  LARGE  RANGE  OF 
FRENCH  AND  ENGLISH 
FRA  GRANGES  AND 
ACCESSORIES. 


PRICE  LABELS  —  FAST 

MOST  POPULAR  SIZES.  QUALITY  PRODUCTS. 


'lain 


21x12       Box  of  50, 000  labels, 
White  or  Coloured 
Plain  or  Stock 
PR-Prints 


£35.00  per  box  +  VAT 
26x12  POST  FREE 


Special  offer  —  Buy  3  Boxes  Price  Labeller  Free 


YOUR  NAME 


'tinted 


YOUR  NAME 


21x12       Box  of  50,000  labels. 

White  or  Coloured 
Printed  with  your 
name  etc 


£48.00  per  box  +  VAT 

26x12  POST  FREE 


Special  offer  —  Buy  3  Boxes  Price  Labeller  Free 

DISPENSING  LABELS  ALSO  AVAILABLE 

SPECIAL 

15% 
DISCOUNT 

LIMITED 

ON  ABOVE  ITEMS 
TO  ALL  CHEMIST  &  DRUGGIST 
CUSTOMERS 

CALL  0282  58701  NOW!! 


EXPRESS  LABEL  CO  LTD 
290  Briercliffe  Road,  Lanehead, 
mwm  Burnley,  Lanes 

HH  Tel:  (0282)  58701 
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STOCK  FOR  SALE 


chFragra 


VANDERBILT 

100ml  EDT  Spray 
Ref.  VB100 

RSP  26.95  Cost  18.85 


Qh 


As  more  and  more  Retailets  have  realised  A&G  imports  can  offer  one  of  the  most  comprehensive 
ranges  of  Fine  French  Fragrance  in  the  U.K. 

In  an  area  now  accounting  for  an  increasingly  high  percentage  of  sales  in  retail  pharmacy,  we 
endeavour  to  offer  all  the  advantages  of  handling  the  agency  lines  without  the  many  restrictions 
manufacturers  may  impose. 

If  you  would  like  a  visit  from  one  of  our  salesmen  to  discuss  your  Christmas  requirements  in  more 
detail  please  call:  0628  810401. 

■ 


<  /too  r/rcc 


CHARLIE 

50ml  EDT  Spray 

Ref.  RL091 

RSP  9.95  Cost  5.97 


Qty 


L  AIR  DU  TEMPS 

75ml  EDT  Natural  Spray 

Ref.  NR8608 

RSP  27.50  Cost  19.25 


Qty 


QUORUM 

100ml  Aftershave 

Ref.  041330 

RSP  19.25  Cost  13.50 


Qh 


CHARLIE 

100ml  EDC  Spray 

Ref.  RL092 

RSP  14.95  Cost  8.97 


Oh 


LACOSTE 

50ml  EDT 
Ref  AA201 

RSP  15.00  Cost  10.50 


Oh 


XERYUS 

50ml  EDT  Spray 

Ref.  G0224 

RSP  19.75  Cost  13.80 


(Jl\ 


OSCAR  DE  LA  REIMTA 

90ml  EDT  Spray 

Ref.  OS1253 

RSP  40.00  Cost  28.00 


Qty 


LOU  LOU 

100ml  EDP 
Ref.  C5137 

RSP  35.00  Cost  24.50 


CABOCHARD 

30ml  EDT  Spray 

Ref.  CAB1061 

RSP  10.50  Cost  5.25 


Oh 


FENDI  LADIES 

100ml  EDT  Spray 
Ref.  F2864 

RSP  42.00  Cost  29.40 


Oh 


MONTANA 

50ml  EDT  Spray 

Ref.  M3833 

RSP  29.50  Cost  20.65 


Oh 


JE  REVIEN 

60ml  EDT  Spray 

Ref.  W1500 

RSP  16.50  Cost  9.75 


Oh 


POISON 

50ml  EDT  Spray 

Ref.  CD6322 

RSP  33.00  Cost  23.10 


Qty 


CHLOE 

95ml  EDT  Spray 

Ref.  LG8585 

RSP  35.00  Cost  24.50 


(Jtv 


HUGO  BOSS 

50ml  EDT  Spray 

Ref.  HI55041 

RSP  20.00  Cost  14.00 


Qty 


CHANEL  GENTS 

100ml  EDT  Spray 

Ref.  CH877 

RSP  26.00  Cost  19.50 


Qt\ 


ANAIS  ANAIS 

30ml  EDP 
Ref.  C615 

RSP  18.95  Cost  13.25 


Qty 


MONSIEUR  GIVENCHY 

60ml  Aftershave 

Ref.  G5425 

RSP  14.00  Cost  9.80 


Oh 


PACO  RABANNE 

120ml  EDT 
Ref.  P2130 

RSP  28.75  Cost  20.10 


Oh 


INTIMATE 

60ml  EDT  Spray 

Ref.  RL2022 

RSP  13.50  Cost  8.10 


Qty 


BLUE  GRASS 

70g  EDP  Spray 
Ref.  AD01  23398 
RSP  12.50  Cost  8.75 


Qty 


RAFFINEE 

1  5ml  EDP  Spray 

Ref.  HO8210 

RSP  19.50  Cost  12.70 


Qty 


DIORISSIMO 

50ml  EDT  Spray 

Ref.  CD6422 

RSP  25.50  Cost  17.85 


Oh 


ALL  OFFEI 


?1: 


THESE  OFFERS  ARE  IN  ADDITION  TO  ANY  OTHER 
PROMOTIONS  CURRENTLY  AVAILABLE  FROM  A&G  IMPORTS 


A&G  Imports  Limited 

Unit  11,  Treadaway  Technical  Centre,  Treadaway  Hill,  Loud  water.  High  Wycombe,  Buckinghamshire  III'K)  <»RS 
Telephone:  (0628)  810404;  Telex:  846901  AND  G;  Fax:  (0628)  810225 
Terms  &  Conditions 

1.  A  delivery  charge  of  £5.00  will  be  made  on  .ill  orders  supplied  under  6.  All  orders  subject  to  availability  -  no  'to  follow'. 

E200  +  VAT  7.  IHu-  to  price  changes  made  by  manufacturers  we  reserve  the  right  to  change 

2.  All  orders  will  be  confirmed  bj  telephone  before  shipment.  pines  stated. 

3.  Payment  strictlj  C  O.D.  8.  The  goods  remain  the  property  of  A&G  Imports  Limited  until 

4.  All  claims  to  tie  made  within  5  days  of  receipt  of  goods.  received  in  full  and  we  reserve  the  right  to  uplift  goods  in  the 

5.  We  reserve  the  right  to  limit  quantities  nun-payment 


payment  is 
vent  nf 


Name 


Address 


Tel.  No. 


HEMIST&  DRUGGIST  3  NOVEMBER  1990 


ABOUT  PEOPU 


Pharmacists 
are  nice! 

"On  the  whole  pharmacists  are 
much  nicer  people  than  doctors" . 
This  is  the  opinion  of  David 
Stafford,  expressed  in  anarticle  in 
Weekend  Guardian  (October 
27-28).  Mr  Stafford  was 
reviewing  the  "purveyors  of 
advice",  and  sought  to  discover 
whether  consumers  always  get 
what  they  want. 

He  had  a  good  word  to  say 
about  pharmacists:  "If  you  ask  the 
advice  of  a  pharmacist  it  is 
delivered  with  just  the 
combination  of  hesitation, 
diffidence  and  self-doubt  that  I  like 
to  see  in  a  fellow  human  being. 

Doctors,  however,  did  not 
fare  so  well.  Mr  Stafford  opined: 
"Doctors  are  like  dental 
hygienists  and  kitchen  designers 
in  that  they  all  have  a  tendency  to 
preach,  convinced  that  they  know 
what  is  best  for  you,  whether  it  be 
exercise  or  dental  floss. ' ' 

Mr  Stafford  confessed  to  a 
"generalised,  largely  unfounded, 
but  essentially  healthy  suspicion  of 
all  professional  advisers".  The 
problem,  he  felt,  was  that  "they 
hedge  their  advice  with  riders  and 
disclaimers  and  wrap  themselves 
in  thick,  protective  layers  of 
institutes  and  societies,  that  you 
would  have  to  be  made  of  stern 
stuff  to  make  a  complaint  against 
one  of  their  number  stick . ' ' 


Wella  Great  Britain  have  appointed  Dr 
Heiner  Guertler  as  chairman  and 
managing  director.  Dr  Guertler 
joins  the  company  after  20  years 
with  Henkel  KGaA. 
Brauri  (UK)  Ltd  have  appointed  John 
Merrett  as  sales  director.  He  has 
been  with  the  company  for  over 
eight  years. 

Morphy  Richards  Ltd  have  appointed 
David  Rowland  as  southern  key 
accounts  manager  for  the 
electrical  and  cookware  divisions. 
The  National  Association  of  Health 
Authorities  and  Trusts  has  appointed 
Andrea  Leonard  as  manager  of  its 
NHS  Trusts  Standing  Committee. 


Robert  Da  vies,  MRPharmS  (centre),  of  Vale  Pharmacy,  Resolven, 
Neath  is  presented  with  a  Park  Systems  PMR  computer  by  Peter 
Dunning  (left),  sales  manager,  Stephar  ( UK)  Ltd,  and  David  Coleman 
of  Park  Systems ,  his  prize  for  winning  their  Chemex  draw 


Wt Ml  ait  UHWN  yMlWttu*  PRKCIUPTIOMS 


7t 


Leeds  pharmacist  Mr  A.  Cantor  thought  that  the  above  advertisement, 
sighted  in  New  York,  could  serve  as  an  example,  or  warning,  of  what  can 
happen  when  commerical  considerations  prevail  over  professional  ones 


Yum,  yum, 
yum... 

Marzipan  coated  with  Branston 
Pickle,  jelly  babies  with  salad 
cream,  fried  egg  on  Christmas 
cake . . .  according  to  a  survey  from 
Robinsons  baby  foods,  65  percent 
of  mothers-to-be  experience 
cravings  for  unusual  tastes. 

Over  1,000  new  mums  were 
asked  about  their  pregnancy 
cravings.  Most,  thankfully, 
expressed  a  craving  for  mundane 
items  like  fruit  and  fizzy  drinks, 
milk  and  dairy  products,  chocolate 
and  savoury  foods.  Interestingly, 
women  who  experienced  a 
craving  every  day  were  found  to 
be  twice  as  likely  to  have  a  girl. 

Cravings  are  probably  caused 
by  hormonal  imbalances  which 
lead  mums-to-be  to  sub- 
consciously seek  a  stronger  sense 
experience.  The  cravings  almost 
always  end  after  birth. 


Ken  Dickson,  MPSNI  welcomes 
Her  Royal  Highness ,  the  Duchess 
of  Kent,  to  Ulster  earlier  this  year 
to  officially  open  the  new  and 
redesigned  buildings  of 
Beaconfield  Mane  Curie  Centre, 
Belfast,  which  is  one  of  11  in  the 
UK,  and  celebrated  25  years  of 
service  to  the  community.  Mr 
Dickson,  who  owns  pharmacies 
in  Belfast  and  Holywood,  is 
chairman  of  the  Beaconsfield 
House  Committee 


Typesetting  ,md  graphics  b\  Magset  Ltd,  Sidcup,  Kent.  Printed  bv  Riverside  Press  Ltd.  Whitst.ible,  Kenl.  Published  by  Benn  Retail  Publications  Lid.  Sovereign  Way.  Tnnbridge.  Kent  TN9  1RW. 
Registered  at  the  Post  Office  as  a  Newspaper  27/25/16s  Contents  (  1  Benn  Retail  Publications  Ltd  199(1.  All  rights  reserved.  No  part  of  this  publication  may  be  reproduced,  stored  in  a  retrieval  system  or  transmitted 
in.  any  form  or  by  any  means,  electronic,  mechanical,  photocopying,  recording  or  otherwise  without  the  prior  permission  of  Benn  Retail  Publications.  Benn  Retail  Publications  Ltd  may  pass  suitable  reader  addresses 
toother  relevant  suppliers.  If  you  do  not  wish  to  receive  sales  information  from  other  companies,  please  write  to  Fraser  Murdoch,  Benn  Retail  Publications  Limited.  Sovereign  Way.  Tonbridge.  Kent  TN9  1  R\\ 
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BABY  FEEDER 


MADE  Ul  UNlTIO  KINGDOM 


SlERiUSE  BEFORE  USE 


Designer  Bottle 
250ml 


Silicone  Teat 
Twin  Pack 


Silicone 
Nipple  Shields 


Rattle  Soother 


BOTJHT  I 


GRIPTKHT 


Rattle  Soother 
Twin  Pack 


i  narr 

a  bem  ihr  bai  jW  b' 


Nipple  Cream 


Safety  Soother 


Duck  Cooling 
Teether 


mm  cwntm 

feflo  Md 


mm 


so 
IBS' 


griptight  ' 


iu.'iii,  r  in.. I' 


Orthodontic  Soother 


STERILISE  6Ef Of.E  USE 


Freflo  25()ml 
Bottle 


Breast  Pump 


Sof '  Soother 


Orthodontic- 
Soother 


Designer 
Collection  - 
3  Baby  Feeders 


Huskmaster 
Soother 


STERILISE  BEFORE  USE 

Hushmaster 
Rubber  Soother 


 «PJi6g!_( 

mm 


■a-.*. 


Rattle  Soother 


WITH  TWO  IP! 
S*fETY  SOOTHERS 


Clean  &  Carry 
Capsule 


THE  RANGE.     THE  QUALITY    THE  SUPPORT. 


Quite  simply  the  biggest. 
It's  the  range  the  market  is 
looking  for.  It's  the  style  that 
packs  in  the  appeal,  and  the 
packaging  that  demands  to  be 
seen  -  and  bought! 


Griptight  brings  you  the  selling  power 
of  the  British  Standards  kitemark 
on  most  of  our  soothers  too! 
A  standard  of  quality  which  carries 
over  into  all  our  other  products. 


WVW  i  ^*  1  IT® 
■  I  llln  I 


With  national  advertising,  PR, 
and  big  sponsorship  promotions, 

Griptight  is  the  brand  whole 
generations  know  -  and  prefer. 
So  make  Griptight  the  brand  you 
stock  and  display. 


It's  always  been  the  best  yon  can  buy. 


Lewis  Woolf  Griptight  Limited,  144  Oakfield  Road,  Selly  Oak,  Birmingham  B29  7EE  Telephone:  021  414  1122 

Fax:  021  414  1123  Telex:  338666 


is  ml  <\ 

m 

>> 
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for  efficacy 
quality 
and  competitive 
prices 


Labiton  Kola  Tonic  and  Koladex 
Tablets  help  restore  and  maintain 
vigour,  energy  and  alertness. 

Halycitrol  the  highly  palatable  orange 
flavoured  vitamin  supplement. 

Cerumol  Ear  Drops  for  the  loosening 
and  removal  of  ear  wax. 

Stock  the  range 
and  be  sure  of  satisfied  customers 


Monphytol  colourless  brush-on  lotion 
goes  deep  to  the  site  of  infection  in 
athlete's  foot. 

Labosept  Pastilles  for  bacterial  and 
fungal  infections  of  the  mouth  and 
throat. 


Laboratories  for  Applied  Biology  Ltd,  91  Amhurst  Park.  London,  N16  5DR  Telephone  01-800  2252. 


A  CHEMIST  &  DRUGGIST  SUPPLEMENT 


UGH  -  ITS  CAUSES 
D  TREATMENT 
UNING  OUT  THE 
SHELVES? 
NSUMER  MYTHS 
OUT  COLDS 
CONGESTANTS  - 
JLOSER  LOOK 


IT'S  NEARLY 
WINTER, 

SO  WE  BOUGHT 
SOME  COUGH 


Windsor  Pharmaceuticals  have  just  acquired  a  household 
name:  The  Hill's  Balsam  range  of  cough  medicines. 

Hill's  Balsam's  fast  acting  formulation  is  considered  to  be 
the  definitive  'traditional'  cough  remedy.  The  range  includes 
an  Adult  Balsam,  Junior  Balsam,  an  expectorant  and  pastilles. 

So  be  prepared  this  winter,  stock  up  with  the  Hill's  Balsam 
range. 

We're  also  offering  a  special  introductory  deal  only  available 
from  your  territory  manager  or  the  Windsor  Sales  Office  on 

0344  484  448. 


'  HILL S  > 

BRONCHIAL  BALSAM 

^  PASTILLES  > 


Warm  and 
j  soothing  for 
chesty  coughs 
and 

bronchial  catarrh 


PLEASANT-  BUT  REALLY  POTENT 


r  STRONG  , 

For  Adults  Only 

Fast  relief  from  dry, 
llckly  coughs- 

SHAKE  THE  80TTU  BEfOM  USE 


^  WINDSOR  PHARMACEUTICALS  LTD 


COUGHS 
&  COLDS 


A  CHEMIST  &  DRUGGIST  SUPPLEMENT  NOVEMBER  3, 1990 

Get  it  off  your  chest 

A  look  at  the  causes  and  treatment  of  cough 

4 

The  marketing  dilemma 

Coping  with  the  plethora  of  cough  preparations 

5 

Not  so  common? 

Antibiotics  or  hot  toddies  —  the  public's  views 

10 

Not  to  be  sneezed  at 

News  from  the  tissues  market 

11 

"I'm  all  blocked  up!" 

There's  no  stopping  the  decongestant  market 

13 

Suck  it  and  see 

Another  "tasty"  year  for  pastilles  and  lozenges 

15 

Hit  where  it  hurts 

Remember  analgesics  for  those  aches  and  pains 

18 

The 
SmithKline 

Beecham 

winter  remedy 

range. 


Bright  futureas  Karvol  moves  to  GSL 
A  SUPPLEMENT  TO  CHEMIST  &  DRUGGIST  3  NOVEMBER  1990 


An  army 
of  products  to 
combat  coughs 

and  colds. 

It's  that  time  of  year  when  your  customers  start 
getting  colds  and  flu  and  begin  to  look  for 
SmithKline  Beecham's  winter  remedies. 
After  all,  they  are  a  comprehensive  range  of  cough 
and  cold  products,  from  the  tried  and  trusted 
Beechams  Powders  and  Beechams  Hot  Lemon  to 
unique  innovations  like  the  long  lasting  relief  of 
CoughCaps.  Between  them,  they'll  help  your 
customers  fight  off  all  kinds  of  cough,  cold 
and  flu  symptoms  that  the  winter  brings. 
So  make  sure  you've  got 
enough  stocks  to  cope 
with  the  siege.  If  you 
haven't,  call  for 

reinforcements  now.        Consumer  Brands 


Cough,  experienced  by  us  all  at  some  time,  is  the  commonest  of  all 
respiratory  symptoms.  However,  pharmacy  staff  and  consumers  alike 
could  be  forgiven  for  being  confused  by  the  vast  choice  of  cough 
preparations  available.  C&D  looks  at  this  common  condition,  its  causes 

and  treatments 

Get  it  off  your  chest 


The  most  important 
thing  to  remember 
about  a  cough  is 
that  it  is  abnormal. 
It  is  a  defensive 
response  to  an  irritant 
stimulus  and  acts  to  keep  the 
airways  free  from 
accumulated  secretions  and 
particulate  matter.  There  are 
three  components  to  the 
reflex  action  of  coughing:- 
a)  Receptors  in  the  upper 
respiratory  tract,  which  are 
sensitive  to  chemical  and 
mechanical  stimulation,  send 
impulses  via  the  afferent 
nerves  (vagus)  to  b)  the  cough 
centre  in  the  medulla  area  of 
the  brain.  This  centre  then 
sends  impulses  along  c) 
cholinergic  nerves  to  contract 
the  diaphragm,  abdominal 
and  intercostal  muscles.  This 
results  in  repeated  forced 
expiration  of  air,  which 
removes  mucous  and 
irritating  particles. 

I  )iagnosis 

When  counter  prescribing  it  is 
important  to  remember  that, 
as  a  symptom,  a  cough  can  be 
related  to  mild  acute 
inflammation  or  infection, 
chronic  irritation  or  habit  or 
even  the  first  indication  of  a 
serious  underlying  disease 
such  as  lung  carcinoma.  It  is 
therefore  advisable  to 
question  the  patient  about  the 
symptoms. 

□  Nature  and  severity. 

Coughs  generally  fall  into 
three  categories;  a  dry  tickly 
cough  with  no  sputum;  a 
chesty  cough  with  the 
production  of  sputum;  or  a 
chesty  cough  with  no  sputum. 
Whether  a  cough  is  just  mildly 
irritating  or  interferes  with 
sleep  or  work  may  also  affect 
treatment. 

□  Onset  and  duration.  A 

cough  at  night  may  be  due  to 
an  allergen  or  indicative  of 
asthma,  gastro-oesophageal 
reflux  or  even  heart  failure.  A 
productive  cough  may  also  be 
worse  at  night  or  on  waking 
as,  when  lying  down,  sputum 
may  collect  in  pools  in  the 
bronchial  tract.  A  cough 
accompanied  by  voice 
changes  suggests  a  laryngeal 


lesion,  while  chronic, 
irritating  coughs  may  be 
aggravated  by  environmental 
changes  such  as  cold  air.  A 
choking  episode  in  the  past 
few  months  may  suggest  the 
inhalation  of  a  foreign  body. 

A  cough  which  persists  for 
two  to  three  weeks  (or  less  if 
the  severity  increases)  should 
be  investigated  further. 
□  Sputum  or  phlegm  is 
secreted  by  the  respiratory 
tract  and  expectorated.  It  may 
originate  from  the  nasal 
sinuses  or  nose  as  "post-nasal 
drip"  or  from  the  bronchi.  If  a 
cough  is  productive  the 
appearance  and  consistency  of 
the  sputum  is  important. 
Coloured  sputum,  commonly 
grey,  green  or  yellow, 
indicates  an  active  respiratory 
infection.  Watery,  scant 
appearance  may  be  linked  to  a 
viral  infection  while  frothy, 
pink  sputum  could  indicate 
acute  pulmonary  oedema. 

The  presence  of  blood  in 
the  sputum  —  haemoptysis  — 
can  range  from  slight 
streaking  to  large 
haemorrhage.  After  a  severe 
fit  of  coughing  it  is  not 
uncommon  to  find  flecks  of 
blood  in  the  sputum  but  more 
persistent  blood  loss  requires 
referral  for  exclusion  of 
carcinoma,  tuberculosis  or 
pulmonary  embolism. 


kj  Accompanying  symptoms. 

Wheezing  may  indicate 
bronchoconstriction  which, 
although  commonly 
associated  with  asthma,  may 
be  a  feature  of  other 
conditions  such  as  bronchitis 
or  bronchiectasis.  Severe 
wheezing  in  children  or 
accompanied  by  shortness  of 
breath  should  be  referred. 

Pain  on  coughing  or 
inspiration  may  be  due  to  an 
upper  respiratory  tract 
infection  and  sore  throat,  but  a 
severe  stabbing  pain  requires 
referral  to  exclude  conditions 
such  as  pleurisy  or  pulmonary 
embolism.  Patients  with 
chronic  chest  symptoms 
should  also  be  questioned 
about  weight  loss,  especially  if 
they  are  smokers  or  chronic 
bronchitics. 

Types  of  cough 

Coughs  can  be  subdivided 
into  voluntary  or  involuntary 
and  productive  or  non- 
productive. Voluntary  coughs 
are  deliberate  actions  to  clear 
the  throat  and  lungs  and  may 
be  habitual.  Involuntary 
coughs  arise  because  or 
stimulation,  either 
mechanical,  nervous  or 
chemical. 

Non-productive  coughs, 
often  described  as  dry,  tickly 


or  irritating  at  the  back  of  the 
throat,  may  be  caused  by  an 
irritable  mucous  membrane  in 
the  upper  respiratory  tract  due 
to  oeuema  of  the  pharyngeal 
mucosa  following  a  sore 
throat.  It  may  also  be  linked  to 
irritation  of  the  pharynx  and 
trachea  by  "post-nasal  drip". 
Non-productive  coughs  occur 
commonly  after  viral 
infections  like  the  common 
cold.  Occasionally,  a  "chesty" 
cough  may  also  be  non- 
productive, generally 
indicative  of  bronchial 
congestion. 

Productive  coughs  enable 
patients  to  cough  up  mucous 
and  are  commonly  referred  to 
as  chesty,  bronchial  or  loose. 
This  type  of  cough  should  be 
encouraged  as  plugs  of 
mucous  obstructing  the  small 
airways  may  cause  respiratory 
distress  ana  provide  sites  for 
infection. 

Creatine  nf 

The  management  of  coughs 
with  no  underlying  pathology 
is  likely  to  be  symptomatic. 
Non-productive  cough. 

A  dry,  tickly  cough  with  little 
or  no  sputum  may  be  usef  ully 
suppressed,  as  further 
coughing  can  cause  irritation 
and  inflammation  of  the 
posterior  oropharynx.  Cough 
sedatives  or  suppressants  act 
at  any  one  of  the  three  sites  of 
the  cough  reflex.  A  range  of 
active  ingredients  are 
commonly  employed: — 
□  Opiates,  commonly 
codeine,  pholcodine, 
noscapine  and 
dextromethorphan  act 
centrally  to  depress  the 
medullary  cough  centre. 
Codeine  has  a  high  addiction 
potential  and  can  cause 
constipation.  Pholcodine  is 
not  so  open  to  abuse,  is  less 
potent  and  is  effective  in 
smaller  doses.  Dextro- 
methorphan has  a  similar 
antitussive  potential  as 
codeine. 

Cough  suppressants  in 
combination  with  a  bron- 
chodilator  or  decongestant  can 
be  recommended  wnere  there 
is  chest  tightness.  An  opiate 
with  an  antihistamine  may 
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increase  sedation. 
□  Antihistamines.  I  listamine 
may  be  a  causative  factor  in 
bronchial  smooth  muscle 
contraction,  so  antihistamines 
may  help  if  a  cold 
accompanies  the  cough.  The 
drug  can  dry  up  nasal 
secretions,  relieving  "post 
nasal  drip",  which  may  be  a 
contributing  factor  to  the 
cough.  Diphenhydramine, 
triprolidine  and  promethazine 
are  commonly  used  in  cough 
preparations.  Anticholinergic 
drugs  may  act  by  blocking  trie 
neuronal  pathways  of  the 
cough  reflex. 

fj  Demulcents  and  Iinctuses 

are  soothing  preparations 
which  coat  the  back  of  the 
mouth  and  throat,  protecting 
the  mucosa  from  irritation. 
Glycerol  and  honey  are 
commonly  used  in  these 


preparations,  often  as  syrups 
which  should  be  sipped 
slowly,  or  as  pastilles  or 


lozenges  which  promote 
saliva  production. 

□  Local  anaesthetics  such  as 
benzocaine  or  lignocaine  in 
lozenge  form  may  relieve  a 
troublesome  tickle  at  the  back 
of  the  throat. 

Productive  cough. 
A  productive,  chesty  cough 
should  not  be  suppressed. 
However,  viscous  sputum 
that  adheres  to  the  mucosal 
wall  may  be  difficult  or  even 
exhausting  to  clear. 

□  Expectorants  are  thought 
to  act  by  increasing  bronchia] 
secretions,  so  reducing  the 
tenacity  of  sputum  and 
facilitating  its  removal.  Many 
products  contain  sub-emetic 
doses  of  gastric  irritants,  and 
this  irritation  then  stimulates 
the  bronchial  tree  by  a 
nervous  reflex  mechanism. 
Guaiphenesin,  one  of  the 
most  common  expectorants, 
may  also  act  directly  on  the 
mucosal  glands.  Ammonium 
salts,  ipecacuanha,  sodium 
citrate,  creosote  and  squill  are 
also  employed,  often  in 
combination  preparations. 

□  Combination  products. 
The  vast  majority  of  cough 
preparations  on  the  market 
contain  several  ingredients 
often  with  different  actions. 
Analysing  the  ingredients 
according  to  their  mechanism 
of  action  may  show  that  some 
combinations  are  illogical. 
However,  the  psychological 
effect  of  a  patient's  preference 
for  a  particular  brand,  flavour 
or  colour  should  be 
considered,  no  matter  how 
illogical  the  formulation. 

J  Mucolytics  reduce  sputum 
viscosity  by  altering  the  nature 
of  the  organic  components,  eg 
splitting  disulphide  bonds. 
L]  Steam  inhalations 
containing  volatile  substances 
such  as  eucalyptus  oil, 
menthol  or  compound 
benzoin  tincture  can  also 


relieve  productive  coughs. 
The  inspiration  of  water 
vapour  into  the  lungs 
renydrates  the  tissues  and 
stimulates  the  secretion  of 
mucous.  For  children,  the 
inhalation  of  steam  alone  may 
be  beneficial  as  is  drinking 
plenty  of  fluids. 

Wat(  h  out  for... 

Although  the  vast  majority  of 
coughs  are  due  to  post-viral 
irritation  or  acute  bronchial 
infection,  less  common  but 
potentially  serious  conditions 
may  also  present  as  coughs. 

Croup  is  caused  by  an 
infection  of  the  larynx  with 
partial  obstruction  due  to 
inflammation  and  oedema. 
This  causes  a  characteristic  high 
pitched  wheezing  on  expiration 
when  coughing  and  difficult  or 
noisy  inspiration.  The  condition 
is  seen  with  Iaryngotracheo- 
bronchitis  in  young  children, 
usually  between  six  months 
and  three  years  of  age. 

Whooping  cough,  caused 
by  Bordatella  pertussis,  is 
characterised  by  recurrent 


attacks  of  spasmodic  coughing 
until  the  breath  is  exhausted, 
ending  with  a  deep  noisy 
inspiration  of  "whoop".  It  may 
persist  for  weeks  and  should  be 
considered  a  possibility  when  a 
child  suffers  a  cough  for  more 
than  ten  days  accompanied  by 
malaise  and  weight  loss. 
Tuberculosis  most 


commonly  affects  the  lungs 
giving  general  symptoms  of 
debility  involving  weight  loss, 
appetite  loss  and  persistent 
malaise  with  a  chronic,  often 
non-productive  cough.  It  is 
increasing  in  the  UK  especially 
among  immigrants  or  where 
living  conditions  are 
overcrowded. 


MARKETING 


The  marketing 
dilemma 

In  the  height  of  Winter,  in  an  average  sized  pharmacy,  it  is  not 
uncommon  to  see  around  40  different  variants  and  sizes  of  cough 
preparations  on  the  shelves.  This  market  is  particularly  diverse,  which 

could  bean  indication  of  the  general  static  nature  of  this  therapeutic 
area.  As  Jeremy  Kelly,  senior  product  manager  at  Wellcome  says:  "The 
only  way  to  actually  succeed  in  this  market  is  to  build  and  segment  your 

brands  successfully 


M 


ost 

pharmacists 
nave  limited 
shelf  space  for 
OTC 

medicines  and  cough 
preparations  have  to  justify 
their  shelf  space  in  the  light 
of  competition  from  other 
market  areas.  In  addition, 
with  a  number  of  popular 
cough  preparations  being 
GSL,  the  pharmacist  also  has 
to  watch  the  growth  ol  the 
grocery  sector. 

In  simplistic  terms,  the 
pharmacist  has  a  choice  — 
does  he  view  his  pharmacy  as 
a  service,  carrying  a  large 
product  range,  or  does  he 
concentrate  on  the  business 
side  and  demand  a  certain 
level  of  profitability  from 
every  shelf?  In  reality,  the 
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answer  probably  lies 
somewhere  between  the  two 
extremes. 

The  grocery  sector 

Mike  Broadbridge,  general 
marketing  manager  of  LRC, 
believes  trie  growth  in  GSL 
sales  through  grocery  has 
accounted  for  the  majority  of 
growth  in  the  market  over  the 
last  two  years.  He  believes  the 
Government's  limited  list  has 
played  its  part  as 
prescriptions  no  longer 
generate  repeat  purchases  of 
P  preparations. 

Grocery  has  now  realised 
the  profitability  of  GSL 
medicines,  and  with  the 
change  in  people's  shopping 
habits  meaning  more  people 
use  superstores,  more  are 


exposed  to  the  opportunity  to 
purchase. 

However,  Andy 
Portsmouth  of  Crookes 
Healthcare  believes  there  are 
two  distinct  types  of 
purchases.  There  is  the 
distress  purchase,  for  which 
the  convenient  local 
pharmacy  is  first  choice  and 
then  there  is  the  "stocking 
up"  approach,  which  tends  to 
be  the  strength  of  grocery. 

Mr  Portsmouth  also 
believes  that  the  presence  of 
GSL  brands  in  groceries  can 
work  in  the  pharmacist's 
favour  by  increasing  the 
brand's  visability.  '  Strepsils 
have  been  available  through 
grocery  for  six  years,"  he 
says,  "and  at  no  time  have 
sales  through  pharmacies 
suffered." 


Know  your  USP 

The  pharmacist  should  have 
an  aw  areness  of  his  strengths, 
his  unique  selling  points.  Mr 
1  lodges  from  Torbet 
Laboratories  believes  the 
pharmacist's  key  to  success  is 
personal  service  and  his 
relationship  with  his 
customers.  The  pharmacist  is 
an  important  member  of  the 
community,  he  says,  a 
viewpoint  shared  by 
Wellcome 's  Jeremy  Kelly-  The 
ability  to  offer  a  wider  range 
of  products  than  the  often 
restricted  choice  on  the 
supermarket  shelf  should  not 
necessarily  be  seen  as  a 
disadvantage.  Without  the 
independent  pharmacist's 
freedom  to  stock  the  minority 
brands,  many  small 
manufacturers  could  find 
themselves  out  of  business. 

Slock  \e\  els  and  P(  >R 

The  multiples  take  the  subject 
of  stock  levels  very  seriously 
with  retailing  becoming 
increasingly  sophisticated, 
says  Mr  Portsmouth.  The 
introduction  of  EPOS  has 
given  a  clear  picture  of  what 
makes  money  and  at  what 
rate. 

"The  pharmacist's 
professional  judgment  must 
come  first,"  says  David 
O'Sullivan,  marketing 
manager  at  Warner-Lambert 
Healthcare,  "but  after  that 
pharmacists  tend  to  ask  'is  the 
brand  being  advertised'  and 
'what  is  the  profit  margin'7" 
An  understanding  of  product 
turnover  is  also  important  — 
there  is  little  point  buying  a 
brand  at  a  good  POR  if  it  then 
sits  on  the  shelf  for  months. 

Benylin  has  the  advantage 
of  a  good  rate  of  sale  — 
outselling  its  nearest 
competitor  by  nearly  three  to 
one  —  and  a  good  profit 
margin,  says  Mr  O'Sullivan. 

Pruning  out  the  Ps? 

The  P  medicine  shelves 
represent  the  major  difference 
between  pharmacy  and  other 
retailers.  However,  within 
limits,  these  shelves  must 
obey  the  normal  laws  of 
retailing  as  regards 
profitability  and  cash  flow. 
''The  old  80/20  rule  -  that  80 
per  cent  of  your  business  is 
generated  by  20  per  cent  of 
your  lines  —  is  one  worth 
bearing  in  mind,"  says  Mr 
O'Sullivan. 

Analysis  by  Warner- 
Lambert  and  Alliance  Image 
Management  for  the  period 
March  to  June  1990  reveals  the 
following  statistics. 
□  Only  one  pharmacy  only 
presentation  of  any  brand 
sold  more  than  £40  at  retail 
prices  per  average  month  in 
the  average  sized  pharmacy. 


.  BEECHAM 


toughcaps 

LONC-LASTINC  RELIEF 


□  No  other  single  brand  or 
presentation  achieved  as 
much  as  an  average  of  £20  per 
month,  but  there  were  four 
that  sold  between  £10  and 
£20.  These  included  the 
leading  children's  pharmacy 
cough  product. 

□  After  that,  yet  in  wide 
distribution  throughout 
pharmacies,  were  more  than 
50  minor  brands  or 
presentations  many  of  which 
were  unable  to  put  as  little  as 
£3  in  the  till  eacn  month. 

The  solution,  which  has  to 
satisfy  commercial  as  well  as 
professional  considerations, 
may  be  to  prune  down  those 
medicines  displayed.  Others 
can  be  held  in  the  dispensary 
or  storeroom  to  satisfy  the  less 
frequent  request,  or  a 
wholesaler  can  be  used  to 
supply  single  items  quickly, 
the  analysts  conclude. 

GSL  self  selection? 

"Pharmacists  face  a  dilemma, 
in  that  they  have  P  lines 
which  are  theirs  exclusively, 
and  also  GSLs  where  they 
compete  on  availability  with 
grocers,"  says  Mike 
Broadbridge  of  LRC.  All 
manufacturers  agree  that 
pharmacists  would  be 
foolhardy  to  neglect  GSL 
medicines  altogether,  but,  if 
asked  for  advice,  many  like 
Wellcome's  Jeremy  Kelly, 
believe  the  pharmacist  may  be 
justified  in  turning  to  the  P 
shelves.  He  also  believes  that 
self-selection  of  GSL 
medicines  is  "infinitely 
common  sense".  Mr 
Broadbridge  agrees  and 
counsels  the  independent 
pharmacist  to  adopt  this 
approach. 

Merchandising  tactics 

Jeremy  Kelly  of  Wellcome 
believes  there  are  three  main 
factors  that  influence  sales  of 
OTC  medicines  —  the 
recommendation  of 
pharmacists  and  assistants, 
advertising,  and  the  strength 
of  POS  displays. 

All  manufacturers 
recognise  the  importance  of 
advertising  and  advise 
pharmacists  to  be  aware  of 
what  is  being  promoted  at  any 
point  in  time. 

Crookes  Healthcare's 
Andy  Portsmouth  highlights 
superstores  who  utilise 
secondary  display  areas  at 
times  of  peak  demand. 
Crookes  produce  stands  for 
Karvol  and  Strepsils  designed 
to  supplement,  not  replace, 
the  usual  display  site.  A 
second  site,  often  near  a  cash 
till,  may  stimulate  impulse 
purchases  by  increasing  the 
brand's  visibility. 

Mr  Portsmouth  believes 
the  independent  pharmacist 
can  pick  up  any  number  of 
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YOU'LL  FEEL  BETTER  FO 
STOCKING  THEM. 


Numork  have  joined  forces  with 
Whitehall  Laboratories  to  offer  Numark 
members  two  leading  cough  medicines,  at 
very  competitive  rates.  All  the  medicines 
in  the  growing  Robitussin  range  are  non- 
sedating and  sugar- free,  making  them 
ideal  for  daytime  use. 

While  the  second  range  of  medicines, 
Dimotane,  offers  Numark  customers  spe- 
cific formulations  for  more  trouble- 


tobitussin 

RobitUSSin  OUGh soother 
EXPECTORANT 


some,  chesty  or  dry  coughs. 


Numark  members  can  find  further ' 
details  of  this  venture,  just  part  of  a  vigor- 
ous ongoing  programme,  in  the  November 
issue  of  Profitlme. 

If,  however  you're  not  a  member  please 
contact  Numark  direct  at  5/6  Fairway 
Court,  Amber  Close,  Tamworth  Business 
Park,  Tamworth,  Staffordshire  B77  4RP 


WHITEHALL 


Wh  iteh  all 

LABORATORIES 


■Trade  Math*  of  Whitehall  Laboratories. 


ON  THE  MOVE. 


SUDAFSl) 

SUDAFED 

SUDAFED 


retailing  tips,  at  no  expense  to 
himself,  by  being  aware  of  the 
display  tactics  ot  multiple 
pharmacies  and  groceries. 
Shelf  space  allocation  and  key 
display  areas  are  not  arrived 
at  by  accident,  he  says. 

Jeremy  Kelly  from 
Wellcome  points  to  the 
importance  of  the  effective 
use  of  POS  material. 
Wellcome  invest  heavily  in 
what  they  see  as  "quality" 
display  material.  POS 
material  should  enhance  the 
appearance  of  a  shop,  making 
it  look  more  attractive, 
drawing  customers  in,  he 
says. 

I  iodise  I  new  i 

For  Benylin,  the  main  news  is 
the  introduction  of  the  sugar- 
free  paediatric  variant,  to  be 
marketed  along  side  the 
existing  children's  brand. 
Warner-Lambert's  David 
O'Sullivan  anticipates  a  big 
increase  in  total  sales, 
predicting  demand  will  rise 
by  20-25  per  cent. 

Benylin  will  be  back  on  the 
television  from  late 
November,  and  a  Press 
campaign  promoting  the  two 
children's  brands  is  also 
planned.  Trade  back  up 
includes  display  kits  linked  to 
a  window  display  competition 
and  the  launch  of  medicine 
labels  for  the  blind  and 
partially  sighted  (C&D 
October  6,  p605). 

Wellcome  Healthcare's 
Actifed  and  Sudafed  cough 
lines  are  performing  well, 
according  to  Jeremy  Kelly, 
senior  brand  manager. 
"Sudafed  is,  to  our 
knowledge,  the  fastest 
growing  product  in  the 
pharmacy  only  cough 
category,"  he  says,  "and 
Actifed  continues  to  hold  its 
position  as  number  two  brand 
to  Benylin". 

Recognising  the 
importance  of  the  pharmacy 
assistant,  Wellcome  have 
produced  a  handbook 
detailing  certain  therapeutic 
areas,  communication  skills 
and' display  tactics.  The 
booklet  is  linked  to 
competitions  across  the 
Wellcome  range. 


Following  a  successful  test 
market,  this  Winter  sees  the 
national  availability  of 
Smithkline  Beecham 
Healthcare's  Coughcaps.  In  a 
market  dominated  by  liquid 
cough  preparations,  the 
introduction  of  a  capsule 
formulation  is  seen  as 
innovative  by  SB.  Consumer 
research  has  shown  that 
sufferers  require  a  product 
that  is  clean,  modern  and 
hygienic,  offering  effective 
and  long  lasting  relief  in  a 


convenient  form,  say  SB.  The 
company  is  investing  £1.6m 
in  the  national  television 
launch  of  Coughcaps  in 
November.  POS  material 
including  a  counter  unit,  giant 
packs,  show  cards  and  shelf 
reservers  are  available. 

LRC's  Buttercup  syrup  is 
often  perceived  as  a  natural 
cough  medicine,  says  Mike 
Broadbridge,  general 
marketing  manager.  The 
brand  is  also  unusual  in  that  it 
has  a  medicated  confectionery 
link  with  Buttercup  sweets 
which  have  seen  a  recent 
growth  of  13  per  cent  volume. 
Galloways  —  another  LRC 
brand  —  is  essentially  a 
London  brand,  says  Mr 
Broadbridge,  while  the 
Liqufruta  range  is  also 
performing  well,  with  garlic 
the  best  seller. 

This  year,  LRC  are 
repeating  their  NPA  voucher 


scheme,  offering  a  £1  voucher 
for  every  case  purchased. 
Non  NPA  members  can  chose 
instead  a  50p  Marks  & 
Spencer  voucher  every  case. 

Owbridges  cough  mixture 
from  Chefaro  Proprietaries  is 
now  fully  cartoned  and  with 
tamper  evident  caps.  Details 
of  bonus  deals  are  available 
from  representatives  and 
from  wholesalers,  say 
Chefaro.  Facing  its  first 
Winter  as  a  complete  range  is 
the  Expulin  range  from 
Galen,  consisting  of  Expulin 
dry,  paediatric  and  linetus.  All 
are  sugar  free,  say  Galen. 

Tixylix,  Intercare's 
blackcurrant  cough 
preparation,  can  now  be 
recommended  for  children 
from  the  age  of  one  year.  Each 
pack  comes  with  a  measuring 
cup  for  the  new  2.5ml  dose. 
Promotional  items  including  a 
height  chart,  and  Press 


It  is  definitely  all  change  this 
Winter,  with  a  number  of 
major  brands  changing 
manufacturers. 

Torbet  Laboratories,  who 
acquired  the  brand  Cox's 
Extra  Strong  last  year,  have 
renamed  the  product  ES 
bronchial  mixture.  A  bonus 
offering  12  for  the  price  of  10 
on  12  dozen  or  more,  or  12  for 
the  price  of  1 1  on  three  dozen 
or  more  is  available. 

The  Franolyn  range  has 
been  acquired  by  Janssen 
Pharmacy  Division. 
Although  still  too  early  for 
details,  the  company  intends 
to  support  the  brands  to 
pharmacists. 

Following  the  demise  of 
A.H.  Robins,  Whitehall 
Laboratories  have  taken  over 
both  the  Dimotane  range  and 
the  Robitussin  range  of  cough 
preparations.  The  latter 
showed  26  per  cent  growth  in 
1989,  says  the  company. 

Windsor  Pharmaceuticals 
are  a  new  entrant  into  the 
cough  sector  after  acquiring 
the  Hill's  Balsam  range.  The 
brand  already  has  a  3  percent 
market  share,  says  Anthony 
Bush,  director  of  consumer 
products.  He  is  confident  Oiis 
share  will  grow  rapidly. 
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Now  there's  a  Benylin  for  children 
that  will  go  down  even  better  with  mums. 


COLD  PREPARATIONS 


The  common  cold  may  be  common  in  the  regularity  with  which  it  strikes 
the  human  race  hut  there  are  in  fact  over  100  antigenic  types  of  the 
causative  rhinovirus.  As  immunity  to  each  type  is  specific  and  short- 
lived, and  with  no  prospect  of  a  cure  in  the  near  future,  the  picture  seems 
bright  for  the  manufacturers  of  cold  treatments  and  the  retailers  who 

stock  them 


Not  so  common? 


The  area  of  colds  and 
influenza  abounds 
with  old  wives' 
tales  and  folk  lore 
as  Crookes 
Healthcare  found  out  when 
they  asked  the  public  about 
the  common  cold.  They  warn 
healthcare  professionals 
about  assuming  the  public 
knows  more  about  symptoms 
and  treatments  than  is 
actually  the  case. 

In  their  "vox-pop" 
Crookes  asked  people  about 
the  best  treatment  for  a  cold. 
Answers  received  ranged 
from  "goose  grease  on  brown 
paper",  "soaking  feet  in  a 
not  mustard  bath",  "a 
sweaty  sock  around  the 
neck",  "lemon  juice"  and, 
more  worryingly,  "aspirins 
and  paracetamols,  tons  of 
them!  "In  addition,  the 
majority  of  people  also  felt 
that  alcohol  could  help  cold 
symptoms,  advising 
anything  from  four  pints  of 
lager  to  brandy,  with  whisky 
in  hot  water  —  the  traditional 
"hot  toddy"  —  the  most 
common  answer. 

Other  worrying  facts  to 
emerge  from  the  survey  were 
that  the  public,  in  general, 
were  not  aware  of  normal 
body  temperature  and  did 
not  keep  a  thermometer  in 
the  house,  while  some 
remain  ignorant  of  the 
dangers  of  giving  aspirin  to 
children  under  12  with  high 
temperatures.  Antibiotics 
were  thought  useful  to  cure  a 
cold,  but  most  people  said  it 
was  only  an  option  if  the  cold 
was  bad  enough! 

The  most  heartening  thing 
to  emerge  from  the  Crookes 
survey  was  the  high  regard 
that  pharmacy  commands 
among  the  public.  Many  of 
those  questioned  felt  the 
pharmacist  should  be 
consulted  for  the  best 
remedy,  and  only  if 
symptoms  did  not  improve 
would  they  bother  the 
doctor. 

The  pharmacist  is 
therefore  in  a  strong  position 
to  help  put  an  end  to  a 
number  of  these 
"commonly"  held 
misconceptions  about  cold 

Ml 


treatment,  says  Andy 
Portsmouth  of  Crookes 
Healthcare.  "After  all  you 
can't  ask  a  supermarket  or 
grocery  shelf  which  is  the 
best  product". 


Both  Andy  Portsmouth  from 
Crookes  and  Wendy 
Davidson,  marketing  director 
at  Smithkline  Beecham 
Healthcare,  identify  a 
growing  trend  towards  self 
medication.  Mr  Portsmouth 
believes  that  people  are  now 
more  willing  to  take 
responsibility  for  treating 
themselves  and  do  not  want 
to  take  up  the  doctor's 
valuable  time. 

On-going  research  at  SB 
into  consumer  attitudes 
towards  colds  and  flu  reveals 
that  patients  place  their 
conditions  into  four  categories 
and  select  products  to  treat 
specific  symptoms.  There  is 
also  evidence  of  strong  brand 
loyalty  once  they  believe  a 
product  to  be  efficacious. 
There  is  a  definite  move 
towards  the  thinking  that  a 
cold  is  a  nuisance  which 
interrupts  daily  life,  say  SB. 


containing  active  ingredients 
to  bring  down  temperature, 
relieve  headache  and  aching 
limbs. 

SB  are  repackaging  their 
range  of  Beecham  s  hot 
remedies  with  what  they 
describe  as  "impactful,  bold 
packaging".  Lemon  continues 
to  be  tne  nation's  favourite, 
they  say,  with  blackcurrant 
showing  a  35  per  cent  growth 
year  on  year  and  honey  and 
lemon,  25  per  cent  growth.  A 
£1.4m  television  campaign 
will  run  over  the  key  Winter 
months  featuring  a  new 
commercial. 

Take  it  seriously 

J 

The  "serious"  sector  has  been 
a  more  recent  development, 
fuelled  by  the  change  in  the 
speed  of  life,  say  SB. 
Consumers  are  now 
demanding  a  more  effective 
treatment  with  the  over-riding 
need  to  help  get  them 
through  the  clay  and  restore 
sleep  at  night.  The  main 
products  in  this  sector,  which 
currently  holds  15  per  cent  of 
the  totalmarket,  include 
Warner  Lambert's  Benylin 
Day  &  Night,  SB's  Day  Nurse 
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The  four  product  sectors 
include  the  "traditional" 
sector,  the  hot  remedies 
sector,  the  "serious"  sector 
and  the  decongestant  sector 
—  the  latter  is  discussed 
separately  (see  page  13). 

The  "traditional  sector" 
for  cold  treatments  is  where 
SB  often  find  indoctrination 
with  their  slogan  "At  the  first 
sign  of  a  cold  take  Beecham's 
powders".  This  sector  takes 
25  per  cent  of  the  market  and 
the  formulation  of  Beecham's 
powders  into  capsule  and 
tablet  forms  has  given  this 
sector  a  more  modern  image, 
the  company  says.  SB  plan  a 
£lm  national  television 
advertising  campaign  this 
Winter  to  support  the  brand. 

The  hot  remedies  sector  is 
dominated  by  Lemsip  and 
Beecham's  powders  although 
recent  years  have  seen  the 
introduction  of  new  flavours. 
Sterling  Health's  Coldrex 
powder  and  junior  Lemsip 
are  also  important  factors  in 
this  area  of  the  market,  which 
accounts  for  40  per  cent  of 
total  sales.  For  many 
consumers,  it  is  seen  as  a 
natural  extension  of  the  "hot 
toddy"  with  the  benefit  of 


and  Night  Nurse,  Sterling 
Health vs  Coldrex,  Vick's 
Medinite  and  Wollcome's 
Sudafed  Co.  Recently,  own 
label  versions  such  as 
Unichem's  Daytime  and 
Night-time  brands,  which  are 
benefiting  from  relaunched 
packaging  this  season,  have 
improved  sales. 

Benylin  Day  &  Night  is, 
says  Mr  O'  Sullivan,  the  only 


brand  in  this  sector  to  otter 
both  day  and  night  time  relief 
in  the  same  pack.  "Day  & 
Night  otters  a  complete  five 
day  course",  he  says,"  and  at 
just  47p  for  a  day's  relief, 
represents  one  of  the  most 
cost-effective  remedies  on  the 
market."  The  successful 
"Sun  and  moon"  commercial 
will  be  screened  again  this 
Winter. 


Not  to  be  sneezed  at 

The  facial  tissue  market  is  one  which  is  often  overlooked  in  its 
relationship  to  the  coughs  and  colds  sector,  but  it  is  a  very  seasonal 
market,  with  peak  sales  recorded  from  December  through  to  March 

Scott,  makers  of  the  Andrex,  Scotties  and  Handy  Andies  ranges,  estimate  the  facial  tissue  market 
to  be  worth  £141  m  in  1990.  Andrex  now  accounts  for  90  per  cent  of  all  sales  in  the  family  size  or 
"midi  tissues"  market  area  —  sized  between  mansize  and  regular.  A  current  on-pack  promotion 
linked  to  Andrex  toilet  tissue  offers  consumers  a  cuddly  toy  Andrex  puppy. 

Big  value  Scotties  mansize  120s  have  been  relaunched  in  a  new  case  format  of  nine  packs, 
making  them  ideal  for  the  independent  retailer  by  removing  the  problem  of  residual  stock  taking 
up  valuable  space,  says  Scott.  Promotional  support  for  the  brand  will  be  increased  by  over  50 
per  cent  compared  to  1990. 

The  pocket  tissue  market  is  worth  £9m,  say  Scott,  with  Handy  Andies  the  clear  brand  leader, 
taking  a  50.6  per  cent  volume  share  in  the  independent  sector,  in  the  first  six  months  of  1990. 
Pocket  tissues  are  an  impulse  purchase,  say  Scott,  and  should  be  positioned  near  a  cash  till  to 
maximise  sales. 

Unichem's  own-label  range  of  tissues  showed  sales  up  20  per  cent  on  last  year.  The  new  own- 
label  mansize  tissues  represent  a  POR  of  23  per  cent,  with  the  pocket  tissues  offering  20  per  cent 
POR,  say  Unichem. 


Colcirex  tablets  are  ideal  to 
ease  the  aches  and  pains  of  a 
cold,  lower  temperature  and 
clear  a  stuffy  nose,  say 
Sterling  Health.  The  product 
also  contains  caffeine  and 
vitamin  C. 

Reckitt  &  Colman's 
recently  introduced  Lemsip 
cold  relief  capsules  came  as  a 
result  of  research  which 
showed  that  hot  drinks  use 
was  biased  towards  evening 
and  in-home  use.  The 
capsule  is  designed  as  a  day- 
time, out-of-home, 
convenience  product,  the 
company  says. 

Last  December's  epidemic- 
saw  sales  of  Day  Nurse  and 
Night  Nurse  rise  by  39  per 
cent,  say  SB.  The  company  is 
investing  £1. 3m  in  Winter 
advertising  with  details  of  a 
display  competition  expected 
soon. 


TORBET 


bronchial 
mixture 


BONUS  TERMS 

DURING  NOVEMBER 

12  as  10 

(69p  bottle) 

on  12  dozen  or  more. 
12  as  11  on  3  dozen 

Order  direct  through  TORBET  for 
delivery  and  billing  by  your 
wholesaler  (please  nominate) 

TORBET  LABORATORIES  LTD 

33  Earl  St.,  Maidstone,  Kent  ME14  1PF 

Tel:  0622  762269  Fax:  0622  764046 
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forget  TUne&aiid  LOCKETS  have  over  50%  of  the  medicated  sweet  market! 


Catch 


maximum  sales.  Stock  up  on  all  six  top  selling  varieties  now. 


A 


total  advertising  spend  of  £3.8  million  will  back  both  brands  this  year" 


Cold 


symptoms  go  national  this  Autumn.  So  do  the  T.  V.  campaigns. 


This 


is  when  you  '11  really  see  the  brand  leaders  move. 


Winter 


won  %  be  a  cold  time  for  profits. 


DOUBLE  ACTION  hohfy  &  lemon 

LOCKETS 


■  Source  NMRA  CCCA        "  MEAL  Equivalent 


)  MARS  CONFECTIONERY  1990 


DECONGESTANTS 


Tm  all  blocked  up!' 

Oil  the  misery  of  that  blocked  up  stuffiness  and  thick-headed  feeling  with 
headache,  sinus  pain  and  congestion!  The  common  cold  will  always 
bring  consumers  to  the  pharmacy  for  advice 


Essentially  the 
decongestant 
market  can  be 
divided  between 
inhalants  and 
systemic  products.  Although 
some  consumers  move 
logically  from  natural 
inhalants  to  systemic 
decongestants,  for  others 
personal  preference,  the 
power  of  advertising,  a 
friend's  recommendation  or 
even  "that's  what  my  mother 
swore  by",  are  all  strong 
factors. 

The  cold  and  decongestant 
area  of  the  market  recorded 
over  £45m  total  value  last 
year,  according  to  Crookes 
Healthcare's  "Report  on  the 
coughs  and  colds  market", 
with  nasal  decongestants 
recording  a  6.5  per  cent 
volume  growth  in  the  period 
April  1989-1990.  Crookes 
believe  there  is  now  a  clear 
polarisation  between  ingested 
and  non-ingested  products  in 
this  sector. 

Karvol,  described  as  a  non- 
ingested  paediatric 
decongestant,  continues  to 
outstrip  market  growth, 
"outselling  its  nearest  rival  by 
nearly  two  to  one",  says 
Andy  Portsmouth,  brand 
manager  for  Karvol  and 
Strepsils  at  Crookes 
Healthcare.  In  the  paediatric 
sector,  only  three  products  — 
Karvol,  Vicks  Vaporub  and 
Olbas  oil  —  account  for  89  per 
cent  of  sales. 

A  significant  factor  this 
Winter  is  Karvol 's  recent 
move  from  P  to  GSL 
classification,  achieved  by  a 
change  in  the  type  of  pine  oil 
used.  Crookes  are  anticipating 
the  most  successful  Winter 
ever  for  Karvol,  now  that  it 
can  be  displayed  alongside 
other  GSL  inhalants,  enabling 
fair  competition. 

GSL  status  allows  Crookes 
to  carry  out  a  sampling 
campaign,  with  250,000 
samples  being  offered 
through  the  Press  and 
consumer  leaflets.  Crookes 
are  also  using  the  Karvol 
name  to  sponsor  the  Pre- 
school Playgroup 
Association's  Christmas  carol 


singing.  The  successful 
television  advertisement  will 
be  repeated  again  this  year 
during  evening  peak  viewing, 
in  addition  to  day  time 
television.  The  advertising 
spend  is  estimated  to  be 
11. 2m. 

G.R.  Lanes'  Olbas  oil 
showed  16  per  cent  growth 
from  1988  to  1989  according  to 
the  Crookes  report,  and  now 
has  a  24  per  cent  share  of  this 
market  in  pharmacy.  Lane's 
market  estimates  show  that 
oral  decongestants  in 
pharmacy,  although  still  the 
dominant  product  type,  are  in 
decline  along  with  nasal 
sprays  and  drops.  Inhalants, 
at  nearly  25  per  cent  of  the 
market,  are  showing  growth, 
with  some  50  per  cent  of  sales 
occuring  between  November 
and  February. 

Promotional  plans  for 
Olbas  oil,  which  can  now  be 
used  in  children  over  the  age 
of  three  months,  and  the 
pastilles,  include  a  national 
newspaper  and  women's 
magazines  campaign, 
stressing  the  products 
"naturalness  '. 

Vicks  Vaporub,  which 
according  to  the  Crookes 
Winter  report,  accounts  for  21 
per  cent  of  the  market  by 
brand  share,  still  has  a  great 
deal  of  heritage  and  brand 
loyalty. 

Another  product  with  a 
strong  traditional  image  is 
Wright's  vaporiser  —  a 


pharmacy  only  line  which  has 
just  been  granted  its  product 
licence  under  review.  The 
product  is  worth  around 
£1.8m  at  msp,  say  LRC, 
which  it  achieves  not  so  much 
by  volume  but  by  virtue  of  the 
fact  that  it  is  a  premium 
product  in  terms  of  the  price. 
Display  cards  are  available  in 
the  two  sizes  promoting  the 
products  "unique 
proposition"  or  providing  all 
nignt  relief  from  cough  and 
cold  symptoms,  say  LRC. 

The  inhalant  device  market 
is  seeing  two  new  products 
this  Winter.  Pifco  are 
introducing  Carmen  Steam 
Therapy,  described  as  "the 
ultimate  product  in  this 
field".  The  unit  is  a 
combination  ot  facial  sauna 
and  home  beauty  treatment 
and  a  nasal  inhaler  for 
medical  use.  An  adaptor  is 
fitted  for  nasal  use  and  the 
unit  has  a  digital  timer  and 
alarm  to  enable  consistent, 
safe  usage,  say  Pifco. 

Clearway  Products  have 
introduced  a  Clearway 
Inhaler,  a  polypropylene 
container  with  projecting  PVC 
mask  which,  the  company 
says,  can  be  used  for  the 
inhalation  of  steam  or 
medicaments. 

The  systemic  approach 

According  to  Ciba  Consumer 
Pharmaceuticals,  the  OTC 
oral  decongestants  market  is 
worth  approximately  £lL'm, 


growing  at  10  percent  year  on 
year.  Mucron  has  a  17  per 
cent  sterling  share  ot  the 
market,  says  the  company. 

Ciba's  research  has  shown 
that  90  per  cent  of  consumers 
are  aware  of  Mucron  for 
sinusitis,  87  per  cent  for 
blocked  sinuses,  43  per  cent 
for  colds,  35  per  cent  for  nasal 
congestion  and  30  per  cent  for 
flu. 

As  part  of  the  1990-91 
Winter  promotional  package, 
Mucron  is  being  supported  by 
a  national  TV  advertising 
campaign.  In  addition,  Ciba 
are  planning  a  "display  and 
win"  competition  giving 
pharmacists  a  chance  to  win 


Galpseud  from  Galen 


prizes  including  a  compact 
disc  system  and  a  colour 
television  by  displaying  the 
POS  material. 

Sinutab,  launched  in  1982 
by  Warner-Lambert,  is 
described  by  marketing 
manager  David  O'Sullivan  as 
a  "very  single  minded 
brand".  Within  the  tight 
decongestant  market, 
Warner-Lambert  now  claim 
Sinutab  takes  a  34  per  cent 
share  of  the  market,  making  it 
brand  leader.  National  TV 
advertising  featuring  the 
"skull  and  graphics" 
commercial  will  run  again  this 
Winter,  reinforcing  the 
message  "to  treat  sinus 
congestion,  headache  and 
pain." 

Triotresic  and  I  riommic 
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Salesmen  of  the  Year,  1991. 

Admittedly,  they  don't  look  like  your  average  salesmen.  hopping  in  for  a  packet  of  Hacks.  And  Victory 

That's  because  they're  not.  lozenge,  will  be  selling  like  hot  cakes. 

Instead  ot  punting  Hacks  and  Victory  V's  up  and  down  the  Be  prepared  by  stocking  up  with 

country  in  the  boot  of  a  Cavalier,  they'll  be  appearing  on  television.  Victory  V's  and  Hacks  now. 

In  two  TV  commercials  with  a  whacking  £1.5m*  behind  That  way,  as  far  as  your  sales  are 

them.  And  around  19  million  viewers  in  front  of  them.  concerned,  it's  going  to  be  the  hottest 

Which  means  a  lot  of  your  customers  are  going  to  be  winter  on  record. 


*Njtiunal  equivalent  expenditure 


from  Intercare,  have  a  market 
share  between  them  of  5  per 
cent,  says  marketing  manager 
Andy  Brough.  The  Brands 
respond  best  to  professional 
recommendation  by 
pharmacists  and  the  company 
is  running  a  sell-in  trade 
bonus,  an  incentive  deal,  and 
dummy  display  boxes. 

Sudafed  elixir  and  tablets, 
part  of  the  range  from 
Wellcome  Consumer  Health, 
are  also  showing  good  year  on 
year  growth,  says  senior 
product  manager  Jeremy 
Kelly.  As  these  products  are 
available  on  prescription, 
Wellcome  do  not  actively 
advertise  to  the  public,  but 
rely  heavily  on  the 
recommendations  of  doctors 
and  pharmacists.  In  addition, 
Wellcome  concentrate  on 
education  and  on  offering 
"quality"  point  of  sale 
material,  says  Mr  Kelly. 
Actifed  syrup  and  tablets  are 
formulated  to  relieve  stuffed 
sinuses  and  runny  noses  in 
colds  and  hayfever  and  so  the 
brand  has  a  good  Summer 
sales  profile,  explains  Mr 
Kelly. 

Congesteze,  the  children's 
decongestant  from  Schering- 
Plough  Consumer  Health  is 
now  the  third  largest  brand  in 
its  sector  of  the  market, 
according  to  product  manager 
Adrian  Lindfield.  From 
October  through  to  January 
both  the  paediatric  and 
children's  packs  of 
Congesteze  will  come  with  a 
leaflet  suggesting  activities 
and  ideas  to  keep  children 
entertained  when  they  are 
unwell. 

One  squirt  or  two? 

Current  Nielsen  market 
figures  for  the  nasal  sprays 
and  drops  market  estimates  it 
to  be  worth  £4m  at  rsp  in 
pharmacy  (non-Boots).  With 
only  Vicks  Sinex  of  the  major 
brands  currently  distributing 
outside  pharmacy, 
pharmacies  account  for  81  per 
cent  of  the  sales  with  non- 
Boots  sales  growing  at  9  per 
cent  per  annum. 

Otrivine,  says  Ciba 
Consumer  Pharmaceuticals, 
currently  possesses  63  per 


cent  volume  and  56.6  per  cent 
value  share  of  this  market 
with  the  standard  formulation 
spray  and  drops  achieving 
their  highest  ever  share  (59 
per  cent  volume)  during 
March/April  1990.  Much  of 
the  success  is  attributable  to 
the  national  TV  campaign, 
says  brand  manager  Mike 
Dallman.  Otrivine  has 
recently  been  approved  for 
use  in  infants  from  the  age  of 
three  months  (C&D  October 
6,  p609). 

Afrazine  spray  and 
paediatric  drops  are  also 
being  supported  by  point  of 
sale  material  and  helpful 
leaflets  for  parents,  say 
Schering-Plough. 


Carmen  Steam  Therapy 
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PASTILLES  AND  LOZENGES 


Suck  it  and  see 

Statistics  suggest  that  adults  suffer  from  coughs  and  sore  throats 
between  four  and  six  times  a  year,  and  the  figure  could  be  even  higher  for 

children.  Whether  it  is  an  irritating  anj  tickle  after  a  cold,  or  an 
extremely  painful  sore  throat,  both  pharmacist  and  consumer  alike  are 
inundated  with  high  power  advertising  and  high  profile  brands.  C&D 
looks  at  the  market  trends,  the  new  arrivals  ana  the  promotional  plans 

for  Winter  1990-91 

The  throat  remedies 
market  is  currently 
estimated  to  be 
worth  over  £75m, 
showing  an 
increase  in  value  of  8  per  cent 
over  1989.  Crookes 
Healthcare  estimate  that 
Strepsils  takes  over  8  per  cent 
of  the  pharmacy  market 
(excluding  Boots). 

Brand  manager  Andy 
Portsmouth  believes  Strepsils 
is  market  leader  because  its 
brand  proposition  is  entirely 
in  line  witn  the  pharmacist's 
need  to  recommend  an 


effective,  palatable  medicine 
which  both  soothes  and 
actively  treats.  At  present, 
the  original  variant  of 
Strepsils  takes  the  majority  of 
sales  in  the  range  (36.9  per 
cent)  followed  by  honey  and 
lemon  (35.1  per  cent), 
vitamin  C  (26.1  per  cent)  and 


New  Strepsils  variant 
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menthol  and  eucalyptus  — 
launched  in  January  of  this 
year  —  1.9  per  cent.  Mr 
Portsmouth  predicts  that 
honey  and  lemon  may  well 
be  the  most  popular  this  year, 
having  shown  58  per  cent 
grow tli  over  the  last  five 
years. 

Over  the  Winter,  Crookes 
are  producing  a  secondary 
POS  stand,  designed  to 
supplement  the  usual  shelf 
position,  increasing  visibility 
and  hence  distress 
purchases.  National 
television  advertising  will  run 
from  November  to  the  end  of 
January  and  250,000  samples 
will  be  distributed  through 
media  and  leaflets.  The  total 
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Lozenges  that  son  out  'sore  throats? 


Merrell  Dew's  campaign 


spend  by  Crookes  on 
Strepsils  is  estimated  to  be 
£2. 5m. 

Merrell  Dow  have  carried 
out  research  showing  that  46 
per  cent  of  pharmacists 
already  recommend 
Merocets,  Merocaine  or 
Merothol  for  sore  throats. 
Merrell  plan  to  build  on  their 
market  share  with  display 
material  including  patient 
advice  leaflets,  shelf  strips, 
window  and  counter  show 
cards  and  a  display  tower. 
Merrell  will  also  be 
conducting  trade  advertising 
and  sampling  exercises  in  the 
consumer  Press. 


Dequa  to  Crookes? 

The  Dequa  range  of  sore 
throat  lozenges  is  in  the 
process  of  being  acquired  by 
Crookes  Healthcare.  The 
range  has  been  repackaged  to 
create  a  closer  family 
resemblance  between  the 
brands  —  Dequacaine, 
Dequadin  ana  Dequacets, 
estimated  to  have  a  total  sales 
value  of  £2. 2m  at  rsp. 

Merck  Sharp  &  Dohme  are 
offering  up  to  112  per  cent 
return  on  investment  with 
their  Tyrozets  bonus  scheme 
and  are  giving  pharmacists  a 
chance  to  win  £1,000  in  a 
"conundrum"  competition. 
Purchases  over  six  dozen 
packs  qualify  for  the  bonus,  if 
ordered  before  the  end  of 
November. 

Market  development 
director  for  TCP,  David  Hill, 
believes  the  brand  should  be 
recommended  in  both  the 
liquid  and  pastille  form.  "The 
liquid  should  be  used  as  a 
gargle  to  reach  the  soft  palate, 
often  the  worst  affected  area 
of  a  sore  throat,"  he  says, 


"while  the  pastilles  provide 
the  same  treatment  but  with 
added  convenience." 

Ernest  Jackson  have 
introduced  a  new  lozenge 
preparation,  Zensyls,  which  is 
somewhat  ironic  considering 
Jackson's  are  the  nation's 
biggest  pastille  manufacturer. 
Zensyls,  a  lime  flavoured 
antiseptic  throat  lozenge,  will 
be  supported  by  a  major  Press 
advertising  campaign  from 
November  until  March. 


Throaties  is  set  to  return  to 
television  in  1991.  Thanks  to 
the  advertisement,  Throaties 
sales  rose  by  over  40  per  cent 
last  year,  say  Jackson's. 
Throaties  Extra  is  featuring  in 
a  TV-am  commercial  and  in 
Press  advertising  in  October 
and  November.  To  help 
retailers  display  the  full  range, 
a  "Pop  in  a  pastille"  stand  is 
available. 

What  Friends  are  for 

Lofthouse's  Fisherman's 
Friend  brand  is  facing  its  first 
Winter  following  the 
appointment  of  Food  Brokers 
as  UK  distributors  in  June. 
Food  Brokers  are  aiming  to 


increase  the  brand's  appeal  to 
a  younger  market,  increasing 
penetration  across  all  sectors 
and  extending  purchasing  to 
all  year. 

Fisherman's  Friend  is 
currently  the  fourth  largest 
brand  in  the  medicated 
confectionery  market  sector, 
with  a  9  per  cent  volume 
share.  Top  brand  is  Tunes 
with  26  per  cent,  followed  by 
Halls  at  20  per  cent  and 
Lockets  at  19  per  cent 
(Nielsen/Fisherman's  Friend 
data). 

A  £1.25m  national 
equivalent  advertising 
campaign  is  planned, 
breaking  in  October,  with  an 
on-going  promotion  with  the 
Royal  National  Lifeboat 
Institution  meaning  that  for 
every  pack  sold,  one  penny  is 
contributed  towards  the  cost 
of  a  new  Mersey  Class 
lifeboat. 

A.L.  Simpkins  have 
launched  Olde  Miners 
lozenges,  said  to  be  made  to  a 
formula  which  is  hot  and 
penetratingly  strong.  An 
introductory  offer  of  four 
cartons  for  the  price  of  three  is 
available. 

Herbal  trends 

Milupa,  manufacturers  of  the 
Pulmoll  herbal  throat 
lozenges,  have  identified  a 
number  of  identifiable  trends 
in  the  medicated 
confectionery  market.  Herbs 
are  increasingly  regarded  as 
positive,  and  natural  products 
with  reduced  sugar  content, 
or  even  sugar  free,  are 
growing  in  popularity,  they 
say.  Brand  loyalty  is  a  strong 
factor  and  all-year-round 
consumption  is  high  with 
consumers  buying  milder 
flavours  in  Summer  and 
stronger  ones  in  Winter. 

A  new  trade  incentive, 
launched  mid-September,  is 
offering  retailers  a  Pulmoll 
golfing  umbrella  in  red  and 
white.  To  aid  in-store  display, 
Milupa  have  produced  two 


POS  sampling  units  —  a 
counter  dispenser  gives 
customers  a  single  lozenge  to 
try  and  a  disposable  checkout 
sampling  unit  gives  lozenges 
in  two-bite  sealed  envelopes. 

Medicated  confectionery  is 
estimated  to  be  worth  more 
than  £75m  and  is  buoyant, 
says  Nick  Evans,  senior 
product  manager  for  Halls 
Mentho-Lyptus  range. 

The  company's  research 
shows  that  increasing  the 
flavour  variety  leads  to 
substantial  increases  in  sales. 
Halls  are  providing  stands  to 
ensure  prominent  display  and 
increased  sales  this  Winter. 
1  lalls  sales  people  will  be 
advising  retailers  on  how  to 
display  the  range.  The  Halls 
"cold  hotline"  is  available 
during  office  hours  for 
retailers  to  order  display 
stands  (tel:  061-766  5471). 

This  year,  Halls  are  re- 
running national  television 
advertising  featuring  the 
"Rejoin  the  human  race  with 
Halls  Mentho-Lyptus" 
slogan.  In  addition,  Halls  are 
offering  a  trade  promotion 
with  proofs  of  purchase 
tokens.  Retailers  collecting  the 
tokens  can  exchange  them  for 
gifts. 

Barker  &  Dobson, 
manufacturers  of  the  Victory 
V  and  Hack  brands,  are 
confident  their  sales  will  be 
heavily  boosted  this  Winter 
by  the  major  advertising 
campaign  starting  in 
February.  The  Victory  V 
commercial  will  run  on 
Granada,  Yorkshire  and 
Scottish  Television,  while 
Hacks  will  be  screened  on 
Granada  and  Yorkshire. 
Andy  Whitworth,  Barker  & 
Dobson 's  marketing 
controller,  estimates  the 
commercial  will  reach  about 
30  per  cent  of  homes, 
representing  approximately 
18.5  million  adults. 
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Actor  Richard  Briers  (kit)  expressed  a  liking  for  Halls  Mentho- 
Lyptus  dining  a  media  interview  and  was  presented  with  supplies  by 
Halls  senior  product  manager,  Nick  Evans,  to  help  him  through  a 
touring  version  of  Shakespeare's  King  Lear 
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ANALGESICS 


Hit  where  it  hurts 

Analgesics  currently  account  for  a  significant  proportion  ofthe£479m 
OTC  medicine  market.  Although  the  seasonality  is  not  as  marked  as 
with  coughs  and  cold  preparations,  many  manufacturers  recognise  the 
importance  of  the  Winter  season,  and  accordingly  increase  their 

promotional  activity 


Importantly,  research  by 
Crookes  Healthcare  has 
highlighted  that  some 
patients  are  still 
unaware  of  the  dangers 
of  giving  aspirin  to  children 
under  the  age  of  12  years,  a 
message  that,  Crookes  say, 
should  be  reinforced  by  the 
pharmacist  at  point  of  sale. 

The  OTC  analgesic  market 
is  dominated  by  three  active 
ingredients  —  paracetamol 
(41.4  per  cent),  aspirin  (20.2 
percent)  and  ibuprofen  (13.7 
per  cent),  say  Janssen.  They 
believe  that  ibuprofen  has 
significant  growth  potential 


burst  of  national  advertising, 
and  POS  and  window  display 


Hot  tomivtiti 


because  it  has  the  support  of 
pharmacists  and  consistent 
recommendations.  The 
ibuprofen  market  has  recently 
seen  a  number  of  significant 
developments  including  the 
introduction  of  Nurofen 
soluble,  the  launch  of 
Janssen's  Inoven  and 
Whitehall's  Anadin 
ibuprofen. 

Crookes  plan  to  support 
Nurofen  soluble  with  a  £2m 
ertising, 
w  displa1 

material.  To  complement  the 
counter  unit  there  is  a  leaflet 
dispenser  giving  information 
on  Nurofen  soluble. 
According  to  Graham  Gilbert, 
group  product  manager, 
'Nurofen  is  still  used  by  only 
10  per  cent  of  analgesic  users, 
leaving  tremendous  scope  for 
expansion. " 

Anadin  ibuprofen  is  being 
backed  with  a  £2. 5m,  national 
equivalent  television 
campaign,  with  further 
awareness  being  generated 
through  activity  in  local 
newspapers,  say  Whitehall.  A 
range  of  merchandising 
material  together  with 
technical  support  data  and 
assistant  booklets  are  also 
available.  The  company  is 
also  offering  retailers  an 
opportunity  to  maximise 
profits  on  sales  of  Anadin, 
Anadin  Extra  and  Anadin 
paracetamol  with  two  free 
packs  included  in  each  outer 
of  12  by  24  and  24  by  24. 

janssen  are  allocating  £6m 
(calendar  equivalent)  for  a 
marketing  campaign  for 


Inoven,  including 
advertisements  on  ITV, 
Channel  4,  TV-am,  and 
satellite  television,  poster 
sites  and  the  London 
Underground.  A  support 
package  including  pnarmacy 
display  material  and  staff 
competitions  is  also  planned. 

Bayer  will  be  supporting 
the  Alka-Seltzer  brand  with  a 
national  television 
advertising  campaign 
running  over  Christmas  and 
the  New  Year.  Although 
popular  for  headache  and 
upset  stomach  due  to  "over 
indulgence",  the  brand  is 
increasingly  used  for  the 
aches  and  pains  of  colds  and 
flu,  says  Bayer.  Unichem 
customers  can  benefit  from  15 
per  cent  off  trade  price  when 
ordering  four  packs  of  Alka- 
Seltzer.  Purchase  gives 
automatic  entry  into  a  prize 
draw. 

Sterling  progress 

Sterling  Health,  meanwhile, 
are  claiming  Panadol  Extra 
occupies  the  number  two 
position  in  the  GSL  extra 
strength  analgesics  sector.  A 
promotional  campaign  to 
include  television  and  poster 
advertising  is  planned  for  this 
year.  Solpadeine,  is  being 
promoted  to  dentists,  in  a  bid 
to  increase  recommendations 
and  referral  to  the  pharmacist 
for  advice  and  purchase. 

Unichem's  own  label 
range  of  cough  and  cold 
treatments  now  includes  over 
30  products  and  the  company 
reports  significant  increases  in 


sales  of  own  brand  analgesics. 
Sales  of  paracetamol  were  up 
40  per  cent  last  year, 
highlighting  the  current 
switch  from  aspirin  to 
paracetamol,  says  Unichem, 
with  ibuprofen  also 
performing  well. 

Growing  pains? 

The  junior  analgesic  market  is 
currently  estimated  to  be 
worth  £14. 2m  and 
experiencing  29  per  cent  year 
on  year  growth  (Sterling 
Health/IMS  data).  Sterling 
I  lealth  believe  there  are 
several  current  factors  and 
trends  which  affect  the 
market  growth  including,  the 
rising  birth  rate  and  a  growing 
confidence  among  consumers 
about  taking  responsibility  for 
treating  their  own  and  their 
families'  ailments.  In 
addition,  the  introduction  of 
drug  budgets  for  GPs  is  likely 
to  make  them  more  cost 
conscious,  say  Sterling 
Health,  which  may  lead  to 
doctors  recommending  OTC 
products  rather  than 
prescribing  them. 

Sterling  Health's  Panadol 
elixir  was  reformulated  and 
relaunched  in  April  this  year 
and  is  now  called  Panadol 
baby  and  infant.  The 
company  plans  an  advertising 
campaign  in  the  mother  and 
baby  Press  until  September 
1991.  Special  counter  display 
units  are  also  available. 

Wellcome's  Calpol  infant 
suspension  is  said  to  be  the 
best  selling  junior  analgesic 
with  a  38.6  per  cent  volume 
share  of  the  market.  Sugar 
free  Calpol  is  the  number  one 
sugar  free  junior  analgesic 
(18.5  per  cent  share)  and 
Calpol  six  plus  is  top  selling 
junior  analgesic  for  children 
over  six  (14.5  per  cent  share). 

To  support  their  brand, 
Wellcome  are  currently 
running  a  £500,000  consumer 
advertising  campaign  in 
major  women's  and  parental 
titles  until  March.  Sales 
representatives  are 
distributing  showcards  and 
child  growth  record  cards, 
produced  in  conjunction  with 
the  Child  Growth 
Fou  ndation. 


18 


A  SUPPLEMENT  TO  CHEMIST  &  DRUGGIST  3  NOVEMBER  1990 


ft  ^.v? 

IN  SALES 
A  N  D 
XA/'  Ei  Ft  El    R  Ei  ^\  1L  Is 


THANKS  TO  THE  RECOMMENDATION 
OF  THOUSANDS  OF  PHARMACISTS,  THE 
MELTUS  RANGE  OF  COUGH  MEDICINES 
IS  NOW  THE  FASTEST  GROWING  BRAND 
IN  ITS  CATEGORY. 

AND  WITH  THE  EXTRA  CONSUMER 
ADVERTISING  WE'VE  PLANNED  FOR  THE 
WINTER  WE'RE  CONFIDENT  IT'S  GOING 
TO  DO  EVEN  BETTER. 

SALES  WILL  BE  HELPED  TOO  BY  THE 
NEW  ROUND  BOTTLE  AND  DISTINCTIVE, 
EASY-TO-DISPLAY  SQUARE  PACKS. 

SO  STOCK  UP  NOW  TO  MAKE  SURE 
THAT,  ALONG  WITH  MELTUS,  YOU'RE  IN 
THE  BEST  POSSIBLE  SHAPE  FOR  THE 
WINTER  RUSH. 


BLACKBURN.  LANCS.  BB2  2DX, 
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discerning  throat 
lozenge  will  be  wearing  this  winter 

Having  ensured  that  there's  a  Dequa  lozenge  to  suit  all  of  your  customers, 
we  felt  that  there  was  only  one  improvement  left  to  make.. 
We  gave  them  bright  new  packs. 
So  now  they're  even  more  tailor-made  to  make  you  a  healthy  profit. 


EVANS  Medical  Ltd.  Langhuist.  Horsham.  West  Sussex  RH12  4.QD  Tel.  (0403)  4 14< 


